





backed by a 40-year 


reputation for 


quality and service 


The following are some of the reasons why 
Wagner motors are a profitable mill-supply 
line: 


l. 


A complete line of polyphase and single 
phase motors—an assurance to mill-sup- 
ply dealers that Wagner recommenda’ 
tions are made without prejudice, and 
that at no time will the wrong type of 
motor be supplied. 


Forty years of experience in building and 
applying motors—experience valuable to 
millsupply men. A forty-year reputation 
for quality and service—a reputation that 
creates Wagner-acceptance everywhere. 


. A nation-wide organization, with branch 


sales ofhces and motor warehouses in all 
parts of the country-—no delay in ship 
ping motors and motor parts to mill-sup- 
ply houses or their customers. 


The increasing number of mill supply houses choosing Wagner as 
their supplier of motors indicates that the Wagner set-up 


is right. 


Write us for complete information. 


St. Louis, Mo. 








PUBLIC-- 
the Distributors’ 


ge its adoption, Republic has always 
taken a militant attitude concerning its 
distributor policy. 


While realizing the large benefits this policy 
would bring to us—we believed that our five 
strong principles would constitute a power in 
establishing distributors on a higher plane of 
influence in the mill supply industry. 


To that end the policy was constantly adver- 
tised to users, educational literature was dis- 
tributed and economic 


ally began to shape events. Distributors gained 
a higher appreciation of their economic posi- 
tion and organized effort for wider recognition 
of that position finally resulted. 


Today, many manufacturers who at one time 
sold direct have come to realize the greater 
advantages that distributors offer and have 
effected changes. Others, with sounder back- 
grounds, have improved their attitudes and 
made their policies more definite. Never be- 
fore have so many manufacturers openly pub- 















facts were brought out 
into the open. 


The industry watched 
with mixed interest and 
curiosity but the force of the 
continued program eventu- 





The Republic 







5-Point Policy 


lished their business principles on the 


subject of distribution. The 








r 
| 
| | Aline of rubber items sufficiently com- 
plete to permit effectively supplying 
the requirements of the trade solicited. 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


A price basis inducing and making pos- 
sible aggressive competition with rea- 
sonable protit return. 


Freedom from competition from his 


direct, among the trade covered by his 
day to day solicitation. 


5 Selling helps of reasonable amounts so 
that his sales force may be given the 
advantage of specialized training and 
a knowledge of the product sold. 





> 


source of supply, either direct or in- | 


whole industry is being great- 
ly benefited. 


Republic is glad to see the 
fruits of its efforts. 
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THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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ALBERT E. PAXTON 
Editor 


James A..CHANNON 
Associate Editor 


Henry W. Younc 
Pacific Coast Representative 


A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4—ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 
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CHICAGO OFFICE 
520 N. Michigan Ave. 


NEW YORK OFFICE 
330 W. 42nd St. 


CLEVELAND OFFICE 
Guardian Building 


Mill Supplies is in its 
twenty-second year of serv- 
ice to the mill supply field 
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A LETTER 





N“ that the purchasing agent doesn’t know 
you. That’s the trouble. He thinks he knows 
you well. But as a matter of fact, very often, he 
doesn’t know you well enough. 

He knows you can save him time on items he 
needs in a hurry; but doesn’t always realize that you 
can save him money on his entire supplies business. 
He remembers you when he has a rush order; but 
frequently forgets vou when placing regular orders. 

So we have written a series of advertisements 
to the more than ten thousand readers of The 
Purchasing Agent and Mill & Factory Illustrated. 

We urge the purchasing agent to let you carry 
his stock of supplies, thus relieving him of stock- 
room overhead, and releasing the capital that 


would otherwise be tied up in supplies inventory. 

We emphasize the completeness of your service, 
your ample stocks and fast trucks, your knowledge of 
the latest improved types of equipment and supplies, 
your advance notice of price changes, your willingness 
to extend hand-to-mouth buying privileges . . . 
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Our advertising to the industrial buyer, while it 
is potent publicity for all distributors, is prepared 
: especially to assist the Goodrich distributor to secure 
t new and profitable accounts. 
And after he gets the business, we help him hold 

it. Our extensive laboratory, research and product de- 
velopment activities maintain Goodrich products at a 
uniformly high level of quality. Our expert rubber 
technologists offer helpful cooperation in the dis- 
tributor’s task of selling new customers, satisfying all 
customers, for Goodrich mechanical rubber goods. 

Write for a copy of our latest advertisement to the The 

industrial buyer entitled “Rush Orders . . . Routine 
Orders . . . The Distributor Serves You Best.” And . 
do not hesitate to ask for details of our cooperative B. FE. Goodrich Company 
distribution plan. There is no obligation. Address The ‘ 
B. F. Goodrich Company, (Est. 1870), Akron, Ohio. Akron, Ohio 
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Cash in on this slip-on stay-on Disc Holder 


In Fig. 106-A Jenkins Standard 
Bronze Globe Valve you have a 
valve that appeals strongly to the 
user. Each of its many features 
helps you sell. 


Consider, for example, the slip-on 
stay-on disc holder. Show this to 
your customer and immediately he 
sees its advantages. He recognizes 
that here’s a unique improvement 
that saves time in changing discs. 


Demonstrate this construction. Give 
the hand wheel one or two opening 
turns before unscrewing the bonnet. 
Then show how the bonnet keeps 
the disc holder on the spindle. You 
can’t shake it off. But give the 
wheel a reverse turn or so, and the 
disc holder drops into your hand. 
No fuss or bother. Just slip on a 


new disc holder with a new disc 


JENKINS VALVES ARE ALWAYS 


and the job of changing discs is 
done. 

Fig. 106-A and the corresponding 
patterns in angle and cross possess 
one-piece screw-over bonnet and 
many other superiorities that will 
stimulate sales. You should cash 
in on these. Ask us how we can 
help. 


JENKINS BROS. 

80 White St., New York, N. Y.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, 
Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
646 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, Eng. 
Factories: Bridgeport, Conn.; Elizabeth, N. J.; 

Montreal, Canada. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


mass «6©6O$MARKED 


Fig. lO6-A 





WITH THE “DIAMOND” 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
y And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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timulating Business 


HE modernization program being 

sponsored by the Committee on 

Industrial Rehabilitation is definite- 
ly taking shape. The job of setting up ————— 
sub-committees in each of the Federal COMMITTEE ON INDUSTRIAL 
Reserve districts has been completed and REHABILITATION 
the active work of encouraging plants A. W. Robertson, chairman, 

. Se il chairman of board, Westinghouse 
to modernize is well under way. Electric and Manufacturing Company, 
It is the duty of the sub-committees 


called on by representatives of the local 
committees to ascertain their require- 
ments, attitude toward prompt action, and 
ability to finance desired improvements. 

Efforts will also be made to encourage 
local bankers to assume a more liberal 
attitude toward assisting corporations to 
finance self-liquidating investments in 


New York plant equipment that will reduce operat- 


to bring together prominent business men 
in their districts, who should be interested 
in modernizing immediately, and leading 
bankers whose cooperation is vital in 
financing a program of rehabilitation. 

In so far as is possible, commitments 
from local plants for specific appropria- 
tions to purchase modern supplies and 
equipment will be secured. Such infor- 
mation is to be published as a means of 
encouraging the program. 

A selected list of industrial plants will be 


MEMBERS AT LARGE 


J. E. Lewis, president, 

Harbison Walker and Company 

Pittsburgh 

Malcolm Muir, president, 

McGraw-Hill Publishing Company, 

New York R 

J. S. Tritle, vice-president 

Westinghouse Electric and 
ing Company, 

Pittsburgh 

E. T. Weir, chairman, 

National Steel Company, 

Pittsburgh 

H. S. Wherret, president, 

Pittsburgh Plate Glass Company, 


Manufactur- 


ing costs and improve earning capacities. 

Special meetings of local business or- 
ganizations in each district will also be 
held to discuss modernization. 

The activities of this national commit- 
tee are certain to stimulate the desire to 
purchase industrial supplies and equip- 
ment and distributors who tie-in their 
selling efforts properly should be able to 
aid the Committee in its work and at the 
same time develop considerable profitable 


Pittsburgh 





| 
| Boston 


New York 


Philadelphia 


Cleveland 











Richmond 


| 
| 


Chairman 


Vice-Chairman 


Chairman 


Vice-Chairman 


Vice-Chairman 


Chairman 


Vice-Chairman 


Chairman 


Vice-Chairman 


Vice-Chairman 


Chairman 


Vice-Chairman 


DISTRICT CHAIRMEN AND VICE-CHAIRMEN 


Harry C. Knight, president, 


Southern New England Telephone Company, 


New Haven, Connecticut 


Ralph E. Flanders, vice-president, 
Jones and Lamson Machine Company 
Springfield, Vermont 


Major General James G. Harbord, chairman, 


Radio Corporation of America, 
New York 


W. L. Batt, president, 
S. K. F. Industries, 
New York 


Malcolm Muir, president, 
McGraw-Hill Publishing Company, 
New York 


John E, Zimmermann, president, 
United Gas Improvement Company, 


Philadelphia 


Charles Brinley, president, 
American Pulley Company, 
Philadelphia 


Randolph Eide, president 
Ohio Bell Telephone Company, 
Cleveland 


George C. Brainard, president, 
General Fireproofing Company, 
Youngstown 


Earle Martin (Formerly industrial commis. 


sioner, Cleveland Chamber of Commerce) 


W. H. Meese, vice-president, 
Western Electric Company, 
Baltimore 


J. E. Sirrine, president, 
J. E. Sirrine and Company, 
Greenville, S. C 





Atlanta 


Chicago 


St. Louis 


Minneapolis 


Kansas City 


Dallas 


San Francisco 


business for themselves. 


aieian 
Vice-Chairman 
Chairman 
Vice-Chairman 
Chairman 
Vice-Chairman 
Chairman 
Vice-Chairman 
Chairman 
Chairman 
Vice-Chairman 
Chairman 


Vice-Chairman 


Theodore Swann, president, 
he Swann Corporation, 
Birmingham 


L. W. Robert, Jr., president, 
Robert and Company 
Atlanta 


James D. Cunningham, president, 
Republic Flow Meter Company, 
Chicago 

Robert M. Gaylord, president, 
The Ingersoll Milling Machine Company, 
Rockford, Illinois 


Albert B. Elias, president, 
Southwestern Bell Telephone Company, 
St. Louis 


P. B. Postlethwaite, president, 
Wagner Electric Company, 
St. Louis 


R. F. Pack, president, 
Northern States Power Company, 
Minneapolis 


Frederick Crosby, vice-president, 
American Hoist and Derrick Company, 
St. Paul 


Frank Moss, president, 
American Sash and Door Company, 
Kansas City 


R. L. Thornton, president, 
Mercantile National Bank and Trust Co., 
Dallas 


R. C. Kuldell, president, 
Hughes Tool Company, 
Houston 


William A. Ross, vice-president, 
Columbia Steel Company, 
San Francisco 


J. A. Cranston, 
General Electric Company, 
San Francisco 











Why We Encourage Customers 
To Visit Our Establishment 


It takes more than salesmen’s calls and a catalog on the 
buyer’s desk to keep a customer sold. This firm promotes 
friendly visits of customers to its store both to build good-will 


OMETIMES busi- 
ness appears to 


have become so 
complicated that funda- 
mental factors of suc- 
cessful selling are over- 
looked. Direct mail, 
salesmen’s calls, and big 
catalogs are fine and they 
all have their place, but 
often we tend to stray 
too far from the homely 
beginnings of our busi- 
ness, where the customer 
came to the store, met 
the proprietor, saw the 
goods on the shelves and 
had a heart to heart talk 
with the head of the busi- 
ness. 

Too frequently nowa- 
days the customer has 
occasion to remark, “I 
nevet knew you _ had 
those items in stock.” He 
has not been in the store 
for years and though he 
has a catalog, he is not 
going to glance over it 
once and then perma- 
nently remember every- 
thing we keep on hand. 
Nor is he going to hunt 
through a catalog, 
searching for an item, if 
he happens to know of 


and remind buyers of lines handled 


By H. H. KUHN 


General Manager, The Hardware and 
Supply Company, Akron, Ohio 





Ox: of this company’s 


greatest assets is an intangible one of good fellowship 
that permeates the entire establishment. Every employee 
is a self-appointed host to every visitor. When our field 
editor called there recently, an officer of the company 
greeted him pleasantly and inquired if he could be of 
assistance. It was not his job to greet people; he just 
happened to be passing. The young lady who receives 
callers offered him the morning paper to read while 
waiting to see his man. People who didn’t know him 
from a subpena server or a book agent smiled anyway 
and greeted him with a cheery good morning. 

Most industrial supply people are courteous, but few 
have developed the art of hospitality to as fine a degree 
as has The Hardware and Supply Company. 


The Editors 


we sell. It is then we 
hear the remark, “I 
never knew you _ had 
those items in stock,” 
and on hearing it we feel 
well rewarded for our 
efforts in getting the 
customer to visit our 
store. At the same time, 
he will also see items that 
will better serve his pur- 
pose than those he may 
be using at the moment. 

During these tours 
through our plant, we of 
course make no attempt 
to sell, but are always 
glad to explain any item 
in which the customer 
shows an interest. 

We like particularly 
to take a new customer 
through the store as soon 
as possible after he is on 
our books and we try to 
get old customers in at 
least once a year. New 
lines come in and 
changes take place so, to 
get the best possible serv- 
ice from our company, 
customers should call at 
least that often. 

Our salesmen, of 
course, carry samples, 
but the number and size 





some firm that does have it, even though this other firm 
is not as conveniently located, or is not his first choice 
as a source of supply. 

In overcoming this problem, I make it a point to take 
customers to lunch from time to time. This is partly 
to promote friendly relations, but not entirely. After 
luncheon, I find some excuse for going to our place of 
business and for our customer to accompany me. We 
walk through the building and the customer has plenty 
of time in which to familiarize himself with the goods 


6 


of them is naturally limited and we feel that store visits 
of this kind should be of considerable benefit to the 
salesman in the territory. An account is much more se- 
cure when there is a basis of friendship between the 
officers of the company and the customer as well as 
between the salesman and customer. It is simply another 
bond that helps in times of stress when mistakes crop 
up or competition becomes particularly active. 

This sort of thing is reduced to a minimum, however, 
through the fact that the young (Continued on page 42) 
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We Aim to Make Every Sale 
~ Lead to Another 


Every time you leave a plant without checking 

thoroughly to make sure you have obtained all the 

available business, you leave the door wide open 
to competition 


By HARRY J. NORTON 


Salesman, Georgia Supply Company 
Savannah, Georgia 


rLSTREBU- 
TORS’ sales- 
men are often. 


accused of being 
order-takers. Obvi- 
ously, the function of 
any salesman is to 
secure orders, but 
there is only one way 





Every machine in a plant offers 
opportunity for the sale of 
something more as_ illustrated 
in this photograph of a trim- 
ming saw which led to the sale 
of shafting, set collars and 
couplings. 


This 100-foot planing mill 
power drive, delivering 100 
horsepower, uses over 1,000 feet 
of rope. Belting is not practical 
here because of the length of the 
drive. When the rope breaks, 
it is necessary to make a 32-foot 
splice, or in other words, work 
on 64 feet of rope. We had 
little difficulty in replacing the 
rope which was being used at 
the time with the rope we dis- 
tribute that is of higher quality 
and thus stands up better. 


NOVEMBER, 1932 

















of getting them and that is by a careful study of your 
prospect’s requirements and the proper application of 
the items your company handles to fit those require- 
ments. It can’t be done by order-taking, as the term is 
commonly understood. Getting business these days calls 
for hard-hitting salesmanship. 

In order for a distributor to serve a customer ade- 
quately, it is necessary to take care of his every supply 
need. Walking into a plant and coming out with what 








business you might obtain 
by asking what is needed at 
the moment does not con- 
stitute sales service and is 
not likely to bring results. 

In our selling, we try to 
lay the groundwork so as 
to be assured of a reason- 
able chance to obtain all the 
business we are in a posi- 
tion to handle. In other 
words, we plan to sell each 
prospect something more. 

In building accounts to a 
proper appreciation of the 
services we are prepared to 
render, we make it a point 
to contact every person in 
a plant who may have a 
hand in purchasing or spe- 
cifying purchases of prod- 
ucts we sell. Not only do we 
sell the purchasing agent, 
but also the men in the 
plant; factory superintend- 
ents, master mechanics and 
shop foremen. The more 
men you have pulling for 
you, the better chance you 
have of getting a lion’s 
share of the business. For 
this reason we never over- 
look contacting the fellows 
who actually use the sup- 
plies and equipment as well 
as the men higher up. 

The distributor today, of 
course, is in a strong posi- 
tion. Users are maintaining 
little or no stocks and there- 
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Quality builds confidence. 
This main drive belt in the 
engine room was sold by us 
15 years ago and is still giv- 
ing satisfactory service. 


This riveted chain saw dust 
conveyor supplies boiler fires 
with fuel direct from the 
mill, Due to constant use 
and friction the links wear 
rapidly and we make sure 
that the customer has a stock 
for replacement on hand at 
all times. 





fore need immediate service. The 
distributor can supply that serv- 
ice, which includes not only quick 
delivery of items called for, but 
practical suggestions as to what 
products will best fit the plant’s 
requirements, 

A case in point is a planing 
mill which has been a customer 
of ours for many years. Fifteen 
years ago, we sold this company 
a main belt drive for its engine 


Long lengths of chain with cross bars are 
used in this channel for disposing of slabs 
and refuse from saws. This method of con- 
veying is both efficient and inexpensive. 
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The first step in the process 
that turns logs into finished 
lumber calls for the use of 
circular saws. Not only are 
they profitable items in them- 
selves, but also they lead to 
business on other products. 


Handling large logs with 
overhead troliey. Such an 
installation leads also to 
business on plow steel cable, 
tongs, pulleys and guy wires. 





room. It is still giving satisfac- 
tory service. 

Following through this same 
planing mill, we sold over 1,000 
feet of rope to be used on a 
power drive. Belting was not 
practical in this instance because 
of the length. For such a drive, 
only a high quality rope would 
give proper service and we had 
little difficulty in getting our cus- 
tomer to make the necessary 


A steam winch is indispensable for the 

saw mill in handling the huge logs seen 

in the background. Other items sold 

along with this winch were packing, cable, 
gaskets and fittings. 
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investment. Along with the 
rope, we sold an idler to 
take up the slip. 

Passing on to another 
part of the mill, we encoun- 
tered a problem in regard 
to the use of blower fans 
for drawing dust from saw 
tables. High-speed fans had 
been used, but were not sat- 
isfactory. They broke down 
occasionally and had to be 
repaired at a cost of three 
to four hundred dollars. 
Also, the belts would last 
only a few months and 
then have to be replaced. 
Through our suggestion, 
two 55-inch slow-speed 
blower fans were installed 
and as a result, repair bills 
and expenses for replace- 
ments have been cut greatly. 

The first step in turning 
logs into finished lumber 
calls for the use of circular 
saws. We have found sell- 
ing them profitable. 

Boiler fires are supplied 
with fuel direct from the 
mill by means of a riveted 
chain saw dust conveyor. 
Not only was the original 
installation a nice piece of 
business, but in addition we 
tontinue to get orders for 
replacement links. 

Every planing mill is 
faced with real handling 

(Continued on page 56) 








How We Get Results 
from Direct-Mail Campaigns 


J ack Johnson’s letters are 


clever, humorous, and get down to cases, but as he 


points out, the methods used in handling direct-mail 
work are fully as important as the contents of the 
letters. That Johnson’s letters get results is indicated 
by the fact that more than half of his customers 
comment on them when one of his salesmen calls 


By JACK JOHNSON 


General Manager, Intermountain Belting and 


Packing Company, Denver 


several carefully planned steps. The first thing to 
consider is the man to whom the mail is sent. Is 
his name and title given correctly? The misspelling of 
a name may appear to be a small matter, but it looms 
large to the person 
who is addressed. 


. y several in direct-mail advertising is the result of 


date as we have had more changes 
in the past three years than in the 
preceding seven. 

Getting results from direct-mail 
efforts is easier for a company like 
ours, with a limited territory to 
cover, than for an organization the 
business of which is spread over a 
national market. The reason for this 
is readily discernible. Our salesmen 
and myself have been calling on the 
trade for from 15 to 30 years and 
we can start a letter “Dear Jim” if 
we please. This would be impos- 
sible for the advertising man of a 
large company because he could not 
possibly enjoy the intimate friend- 
ship we have with our trade. Consequently, we are off 
to a flying start in the matter of making direct-mail 
advertising pay its way. 

Letters are signed with pen and ink and have every 
appearance of being individually written. If there is any- 
thing that annoys a 
business man it is re- 





Our letters are ad- 








dressed wherever pos- 
sible to an individual 
and we always try to 
indicate his title, fol- 
lowing, of course, 


with the company individuals are addressed? 


name and address. 2. Is your mailing list up-to-date? 
In case a man is no 3. Have your letters been signed with pen and ink, so as to give 
the appearance of being individually written? 
4. Are your letters human and friendly? 
5. Do your letters have an original touch, or are they stereotyped? 
6. Are your letters to the point, talking about Bne line or have you 


longer with the com- 
pany, the letter is 
returned by the post- 


office for the reason attempted to cover many? 


that it is addressed to 7. Have you attached to your letters literature concerning the 


i ivi roduct talk about? 
an individual rather prod ed ab 


than to the company. 
This enables us to 


up-to-date. Salesmen, 
too, aid us by passing 
on corrections and we 
have been able to keep 11. 
it approximately 95% 
accurate. 

Special care must 
be used _ particularly 
at this time to keep 
direct-mail lists up to 


not be wasted? 


ings at regular intervals? 


to permit this? 


the way for your salesmen? 


Ask Yourself these Questions in Planning 
Direct-Mail Campaigns 


1. Has your list been carefully checked to make sure that the proper 


8. Have you checked to make certain that each person addressed 
is a potential user of the item explained or have you simply ters, 
blanketed your entire prospect list regardless of sales possibilities? 

keep our mailing list 9. Have you chosen carefully the product to be featured in your 

mail campaign, so as to be reasonably sure that the effort will 


10. Are you prepared to follow through with several additional mail- 


Are you in a position to follow your mail campaign closely with 
personal calls, or are you attempting to cover too much territory 


12. Are you expecting too much in the way of results from your 
campaign, or will you be satisfied if it creates interest and paves 


= ceiving one of those 
letters which, to all 
intents, might just as 
well be headed “‘to the 
firm addressed.” 

We do not expect 
too much from our 
mailing efforts. They 
are not intended to do 
the work of a sales- 
man, but rather to 
supplement his efforts 
and keep reminding 
the customer of us. 
Above all, in our let- 
we try to be 
human, friendly, and 
bring a smile to the 
reader. Enclosed in 
each letter is litera- 
ture of some manu- 
facturer whose line 
we are pushing giving 
detailed information 
about it. 

Naturally, we have 
to be careful in mak- 








ing up our mailing 
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& petegreen zoon yc at likes it around 





- only the Lord imows ys oft to lie ong always 
the next neal comes from. ently there's plenty 
of excitement -- at least the cat in a Pueblo hor » found it. 


Funny about that cat. Rain cr shine, Democratic or Republican 
administrations, bear markets or bull, that cat rould present the boys 
with a lot of kittens as regularly as clockwork. A good customer in 
Denver ordered a kitten out of the next litter and you can picture his 
disappointment when he got thio wire: 


"Shipping six gross rim sockets tod 
to back-order on brown kitten." 


J ‘ut necessary 


At last, the tabby had failed Rg 2 Which shows the importance 
of placing your orders where they'll be shivped frog stock. 


I'll bet a blue chip that you are holaing your inventories of 
supplies and eouipment right dow to the bin bottoms. Smart business to 
do*so. But this neans that you aust have split-second service from folks 
like me who suoply the belts, pulleys, dressing, lacinz and so forth to 
keep the old wheels turning. Two days' delay is dangerous. And here is 
a company that can beat the deliveries of firms a thousand niles away by 
just those vital tro days -- sometines more. 











“hen it comes to vaking 
acked off the 


prompt 


deliveries, we have the Pueblo 
boards; we ship fr . 


Chief shipper and 
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skipper, 
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I read a school be 


This book had a lot to say at 








roll leisurely in from a thousand mil 


All right. 
for Belting, Lacing, Pulleys 
(what's that, Mickey? Oh yes 
you ever heard about the deputy 
household furniture? He began by 
and his written list was 


was crossed out, and the 


e 
And we will ship supplies 
hearts) pop out of their envelopes. 


let’ 


sve nothing against s erarte , 
iled me ever 


Spirit (: )----thirsty devil! 
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ok one tine. 


out, “division of 











enjoyed its contents as much “3s the title. I'm willing to Givice lcbor 
any day, with anybody. 

wt plants are ordering ti sear upplies on » hani-to-couth 
basis tt se That means tio tht : ratch4, nz inventcries like an 
er paepee watches @ jay, and being mi sure you can get the supply 
you want pronto, right nov, without waiting a couple of days for it to 


S away. 


You watch the inventcries, 
Magic Leather 
bal still more Packing. 
sheriff who went out to levy on some 
making an inventory of the dining room 
found ty others some time later. It 
1 dining table, 6 chairs, 1 mahogany sideboard, 


Then the handwriting became almost illegible. 
word “empty" written over it. 
the sheet of paper cculd be made out the words: 
So -- you keep the inventories. 


from stock the minute your orders (ble 


divide some lnbor coen, 


even deputies. In ite 
ince I 
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and I'll fill your orders 
Treatment, Packing, and 
I wonder if 


tarted: 
1 decanter whiskey—full. 


The word "full" 

At the bottom of 
"One revolving; door mat". 
Keep ‘em as low as you please. 
9 their 


an 


‘ of the 
nnounced I dia case of 


JJ. 
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list. If a laundry, for 
instance, has recently in- 
stalled direct drives, it is 
fatal to send it advertis- 
ing on flat belt. For that 
reason, the salesman 
must keep us informed 
on the goods used by a, 
individual accounts so 
that every letter sent out 
deals with a commodity 
in which the reader is 
interested. When once a 
man gets a letter on some 
item that does not apply 
to his particular busi- 
ness, he is apt to ignore 
all further letters from 
that firm. 

We ordinarily spend Pst 
about 40% of our ad- 
vertising appropriation 
on direct-mail work, 
Magazine campaigns, of 
course, are effective but 
the average distributor 


KEysTone S086 


dece of 4" 
boop-da-doop unless it is 
It's a rare shop 


service than it is now. 


Rastus wrote his 
seans bizness; send me 
reverse nglish —- 
your odd belt lengths and 


Then ve 
hitched for life. 











BELTING 


louble raterpr 
is worth 27.68 today in our li 


Therefore it's a rare shop 


Here's 






“12 for to get a deevorce". 
"Te means business if you means business; send us 


plice up tw 


MECHANICAL 
RUBBER GOODS 


D PAI PACKINGS 
DENVER, COLO. FOR steam aim waren 


1414 WAZEE ST 


of leather belt four feet long 
ut, it isn't rorth a tinker's 
spliced onto more of the same. 





that doesn't collect odd lengths of belting. 
that can’t make better use of Intermountain 
the service: 


BELTING TO INTZRAOUNTAIN. 
CAREFULLY STORED FOR YCt 

L F THE SAME SPECIFICATION 
WE WILL SPLICE ON YOUR ODD LENGTH 
U FOR ONLY THE AMOUNT OF ADDITIONAL 








Lily, "Lil, honey, Ah means bizness if you 
We give that the 


we'll arrange 4 wedding". 


Justice cf the Pieces, 


pieces of belting, believe me! 


H they stay 
JJ. 














has no opportunity to 
take advantage of this 
kind of advertising be- 
cause his territory is too 
limited and he therefore would have to pay for 
much waste circulation. 

However, we know from experience that it is 


easier to sell products which are nationally advertised 
than those which are not, because buyers are generally 
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Sample letters which have been getting results for 
this company. 


too to it eight letters which 
three weeks. 

far 

selves like to get. 

us literature on his product 


are mailed at 


Our letters to the customer 


more thoroughly sold on 
the merits of items which 
they read about regularly 
in publications. We find 
buyers are often skepti- 
cal of statements about a 
product made by a sales- 
man, but when they are 
backed up by the same 
statements printed in a 
magazine they are re- 
membered by the buyer 
and used as evidence to 
his employers that he is 
buying the 
obtainable. 

The product to be pro- 
moted is another impor- 
tant consideration in 
planning direct-mail cam- 
paigns. We give serious 
consideration to a prod- 
uct before deciding to 
feature it in a direct-mail 
program. But once we 
have decided to go ahead, 
we follow through care- 
fully. Every product 
worthy of a direct-mail 
campaign has given over 
intervals of 


best items 


are the kind that we our- 


One manufacturer has been sending 


(Continued on page 54) 
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Harley Jreland Dies 


Death takes general manager of the 
Jndustrial Supply Company after an 
illness of three months 


HE mill supply industry lost 

one of its outstanding mem- 

bers on October 18, when 
Harley R. Ireland died of complica- 
tions of diseases after an illness of 
three months. His death came as a 
shock, as it had been reported that 
his condition appeared improved after 
he had been rushed to a hospital fol- 
lowing a relapse on the evening of the 
sixteenth. He was 46 years old. 

Mr. Ireland was a self-made man, 
having been left an orphan at an early 
age. He obtained a rudimentary edu- 
cation in the public schools, but upon 
reaching high-school age was com- 
pelled by circumstances to shift for 
himself. 

Harley learned the telegrapher’s 
trade and served for a time in such 
capacity with the Indianapolis office 
of the Western Union Company. 

Later, he returned to his home 
town of Brazil, Indiana, to enter the 
clay manufacturing business. He was 
associated with the Azer-McCarel- 
Reagan Company for several years 
and continued with the Brazil plant 
when it was taken over by the Hy- 
draulic Press Brick Company. He 
became manager of this plant and 
later was sent to Zanesville, Ohio, as 
manager of the plant in that city. 

From Zanesville, Mr. Ireland re- 
turned to Brazil and became associ- 
ated with the Industrial Supply Com- 
pany, the main office of which is in 
Terre Haute. 

When this country entered the 
World War, Harley Ireland waived 
his exemption rights and was the 
local leader of a detachment of the 
National Army sent to Camp Taylor. 
At the time the Armistice was signed, 
he was stationed in an army camp. 


After his release from the army, 
Mr. Ireland resumed his duties with 
the Industrial Supply Company with 
which he was associated until death 
as secretary and general manager. 

Deprived of advanced schooling, 
Mr. Ireland educated himself by read- 
ing extensively. 

He was a member of the Presbyte- 
rian Church; took an active part in 
the establishment of the Brazil Y. M. 
C. A. and was a member of its board 
of directors; belonged to the Ameri- 
can Legion, Centennial Lodge of Ma- 
sons, the Elks, and both the Brazil 
and Terre Haute branches of the 
Chamber of Commerce. 

Harley Ireland was a lover of 
sports and outdoor life. He enjoyed 
hiking, hunting and fishing, and reg- 
ularly attended local basketball and 
football games. 

He enjoyed golf and prized a silver 
trophy cup which he won in a district 
American Legion tournament at 
Terre Haute a few years ago. 


ARLEY IRELAND’S qualities 
of leadership were recognized 
by his industry, when he was chosen 
to serve on the Joint Merchandising 
Committee. He was one of two non- 
association members of that Commit- 
tee and worked hard to make its 
efforts fruitful. He served on the re- 
search committee originally and at 
the time of his death was a member 
of the executive board. In fulfilling 
his duties on this Committee, Harley 
gave freely of his time and energy. 
Although his outside activities were 
many and varied, Harley Ireland will 
likely best be remembered as a fam- 
ily man. He is survived by his widow, 
three children and a sister. 





12 


a 


MILL SUPPLIES 


XUN 





Harley RK. Preland 
1886 -- 1932 





NOVEMBER, 1932 13 


| 


XUM 








Were Always Looking for 


Better Ways of Doing It 


New methods, new products, and new 
uses for old products that are applicable to 
our needs are of particular interest to us 
and salesmen who use their ingenuity in 
bringing us such information have an in- 

side track on our business 


By C. O. YOUNG 


Car Department, Illinois Central 
System, Chicago 


UR freight car shop and repair 
track department is a fertile 
field for ingenious salesman- 


ship. Here modern power tools and 
frequently 
drafted into service foreign to the most 
optimistic intentions of the manufac- 
turer or distributor. You have but to 
glance about these locations with me 
to see ordinary devices applied to ex- 
traordinary uses. In many instances, 
these new departures in shop proce- 
dure and maintenance practice have 
been suggested to us by representatives 
from local distributing houses. Their 
contacts are frequent and regular and 
hence they are in a position to advance 
practical ideas of a helpful and pro- 
gressive nature. 

Take, for example, the unusual use 
to which we are putting our traveling 
crane. One day the cable employed 
for moving cars to repair locations was 
out of order. While it was being re- 
paired, a salesman suggested that we use our traveling 
crane to move the cars. This emergency method proved 
so successful that we are still using it. 

Pneumatic jacks, too, have been put to uses that vary 
considerably from the original intention of the manu- 
facturer. For hoisting car bodies from trucks to permit 
changing of wheels, repairing oil boxes, and all under- 


labor-saving devices are 
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frame work, pneumatic jacks 
have resulted in an approxi- 
mate 50% saving in the ex- 
pense of such operations. The 
jack is placed at the wheel pits 
and the car is raised automat- 
ically. The jack cuts out auto- 
matically when the car has 
reached the desired height. 
This enables workers at the 
wheel pit to proceed with re- 
moving nuts and bolts from 
the trucks while the hoisting 
is taking place, resulting in a 
considerable saving in time 
and man power. With the old- 
hand-jack method, it formerly 
required two men. Now, one 
man can easily operate the 
pneumatic jack, releasing the 
other for shop work. 

One of the most unique 
services into which the pneu- 
matic jack has been drafted is 
that of straightening distorted 
drop doors on our freight cars. 
The operation is as simple as 
it is effective. Prior to the in- 
troduction of the pneumatic 
hoisting arrangement, it was 
necessary to remove the dam- 
aged doors, take them to the 
blacksmith shop where ma- 
chinery for straightening was 
available, return them to the 
car, and re-attach. Coupled 
with these time-losing maneu- 
vers was the added fact that 
drop doors are seldom re-at- 
tached without a great deal of 
difficulty after having been 
straightened off the car. 

By means of the pneumatic 
jack, the doors are straight- 
ened on the car, except in 
those cases of major damage 
necessitating complete removal 
of the door. The hoist is placed beneath a side stake or 
at some other vantage point. Twenty-five thousand foot 
pounds of pressure raises the car to a height sufficient 
to admit the required blocking at the desired points. The 
air is then gradually released. The stress imposed by 
the blocking as the car descends is sufficient to force the 
door back into its proper position. 
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A power jack is also used to raise an assembled draft 
rigging to position on the car. 

Another example of new uses for old products is that 
of the portable belt type sander now used in the re- 
moval of old finish from passenger car window-sash. 





tures was not readily accepted. 
a passenger car are so small and so widely separated that 
the old practice of applying paint by brush seemed most 





as compared with hand brushing are obvious, but the 
extension of this practice to include passenger car fix- 


The interior fixtures in 


For some time we have used sanders for polishing loco- practicable. A distributor’s salesman, however, watched 


motive rods but only recently it was suggested that we 
equip the sanders with abrasive discs to remove the fin- 
This method has proved to be 
a vast improvement over the old practice of removing 
varnish by means of hand scrapers and sandpaper, and 
the labor saving is readily appreciable. 


ish from window sash. 


one of our maintenance men as he was painting fixtures, 
and it occurred to him that these small items could be 
handled much more economically—from the standpoint 
of time, labor, and paint—in a spray booth. 

As a result of his suggestion and persistence, we 
installed three-sided booths easily accessible from the 


Portable saws have been brought into use in connec- stripping tracks. These booths are equipped with re- 
tion with repairing freight car sides and floors. By this volving racks which hold the fixture to be sprayed. One 


means broken and de- 
fective areas may be 
ripped out quickly 
without damage to ad- 
jacent lumber. 

Triple valve bush- 
ings, formerly brought 
to a true bearing by a 
long, tedious hand 
process, are now han- 
dled by a portable, 
sel f-squaring boring 
machine, powered with 
an air motor and de- 
signed to cut less than 
one-half of one-thou- 
sandth of an inch. 

Steel ends are now 
straightened on the 
car by pressure from 
an air cylinder sus- 
pended between two 
cars, 

The extension of 
the power riveting 
idea to nail driving 
has also been singu- 
larly successful. The 
use of nail-driving 
machines on our 
freight car floors en- 
ables the work to be 
done in one-fourth 
the time it formerly 
took. In addition, it 
has eliminated acci- 
dents formerly caused 
by flying nails. We 
find that by assigning 
certain men regularly 
to the operation of 
these machines we are 
developing operators 
with a very high de- 
gree of proficiency. 

The use of spray 
equipment in car fin- 
ishing, while not new, 
is continually widen- 
ing in its scope. The 
merits of this method 
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Spray-painting equipment is being used more and more in the 

Illinois Central shops. Among the items now painted in this 

manner are luggage racks, water-cooler bases, fans, window 
sash, and other interior fixtures. 





The bulged end of the car on the left is being straightened by 


pressure from an air cylinder suspended between two cars. 


operator stationed at 
the open side of the 
booth gives the ex- 
posed parts a spray 
coat of paint, turning 
the rack as is required 
to expose all sides of 
the articles. Fumes 
are carried off by fans 
and an air shaft in the 
roof. Among the items 
painted in this man- 
ner are luggage racks, 
water-cooler_ bases, 
fans, window sash, 
and numerous other 
interior fixtures, 

The use of spray 
apparatus in connec- 
tion with car washing 
brushes for exterior 
passenger car cleaning 
has resulted in a sav- 
ing of 40 to 60%. We 
find that having the 
water applied directly 
from the brush by a 
spray method is not 
only an effective way 
to save labor, but ac- 
tually accomplishes a 
better job. 

Another time - sav- 
ing piece of equip- 
ment in connection 
with painting is a 
canvas-covered roller, 
partially submerged 
in paint. The roller 
rotates and applies a 
priming coat to siding 
boards as they come 
from the mill on their 
way to the stock room. 
Formerly the boards 
were painted by hand. 

An interesting new 
device, which a supply 
house has recently 
sold us, is a new 
wearing plate for ap- 
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plication to new or 
worn brake heads on 
brake beams. This de- 
vice takes the wear 
ordinarily imposed 
upon the brake head 
proper and _ extends 
the life of the beam 
indefinitely. With this 
plate a more perfect 
union is effected be- 
tween brake beam, 
head, and brake shoe. 
On beams with heads 
worn to the extent 
ordinarily necessitat- 
ing removal from 
service, these plates 
afford a new  wear- 
ing base and save 
the price of a new 
beam. 

Acting as a buffer 
between the Illinois 
Central and the many 
industrial distributors 
who call on us, I have 
learned that in many 
instances these men 
render a distinct serv- 
ice. Frequently, the 
desire to serve is man- 
ifested in educational 
demonstrations which 
develop new and 
worthwhile practices. 

One particular in- 
stance of such service 
on the part of a sales 
representative is re- 
called in connection 
with a new type of 
water-tight bolt for use on freight car running boards. 
We are now using it at a considerable saving. From 
his preliminary presentation, it seemed to me that this 
man’s proposition merited further consideration. Con- 
sequently, an appointment was arranged for a later date. 
In the meantime he had made up a sectional exhibit 
showing his type of bolt, as it would appear in actual 
use, in comparison to the bolt we were using and another 
we were considering. From this exhibit, it was ap- 
parent that the water-tight bolt would eliminate counter- 
sinking when used in connection with running boards. 
As a result the bolts are now used at a considerable 
saving due to elimination of the operations formerly 
required to sink the bolt heads flush with the surface 
of the running boards. 

This recalls another case where a sales representative 
rendered an unusual service. Difficulty had long been 
experienced in connection with painting steel sheets as 
used in passenger car construction. The surface of the 
plates was not of a finish conducive to a good paint 
job. In the process of rolling, the surface of the sheets 
presented a wavy appearance that the coating of paint 
would not cover up. The situation was explained to a 
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Tractors are used for deliv- 

ering castings, wheels and 

other heavy parts to the 
shop. 


We got to using a new type 
of water-tight bolt for freight 
car running boards as a 
result of a suggestion made 
by a distributor’s salesman. 
Through its use, we have 
effected considerable savings. 


sales representative. 
Being alert to an op- 
portunity to render 
service, he went to the 
scene of action, 
studied the method of 
application, the resultant finish, and decided that the only 
solution would be to change the surface of the blank 
sheets. The proposition was carried to the manufac- 
turer. The result, in short, is that these steel sheets are 
now rolled with a finish to which the paint will adhere 
without knifing and puttying. 

Then there was the difficulty which another salesman 
solved simply by introducing one of his lines. The dif- 
ficulty had to do with the preparation of box cars for 
sugar loading. This loading, for the most part, is trans- 
ferred to our lines from barges at Cairo. Not infre- 
quently cars assigned to that point for sugar loading 
were turned down by the shippers because of oil spots 
or other stains left from previous loadings of other 
commodities. This situation, while comparatively trivial 
from a car maintenance standpoint, involved substantial 
losses in the handling of cars to and from loading points. 

A salesman was informed of the situation. He took 
the next train for Cairo and personally inspected the 
cars, supervised the trial installation of paper as a pro- 
tective agency and followed the shipments through to 
destination for the purpose of checking possible damage 
at the unloading point. The (Continued on page 55) 
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STEAMWOR K J 
and the Osborn Plan 


A WINNING FOOTBALL TEAM is the result of 
well-planned co-ordination of effort. 


Strikingly similar is the reason for the success 
of The Osborn Plan of Co-operation with Indus- 
trial Distributors. The chief objective of the 
plan has been and will continue to be: 


To Bring Manufacturer and Distributor 
Together on a Co-operative Basis to 
Satisfactorily Serve the Brush Needs of 
the Industrial User. 


Step by step, month by month, Brush Con- 
scious Distributors, backed by the Osborn Plan 
of Co-operation, have been gaining ground. 


CATE PMY. The time is right to review the sales possibilities 
= 4 — a . afforded by the Osborn line. A graphic idea of 
rw. cr ™ 4 the market for Osborn Brushes is presented on 


ety ~vT Ledge’ at the following pages. 


a“ 


iT Lt 8 THE OSBORN MANUFACTURING COMPANY 
i 5401 HAMILTON AVENUE, CLEVELAND, OHIO 


Sales Branches: New York - Detroit - Chicago - San Francisco 
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HINK of nas this means. to the Sates 
of an Osborn Distributor! With every, call 
at every plant he has an opportunity to sell 
Osborn Brushes. The more customers he secures 


the more repeat business he builds. ( ion volume— 
good ma ae BUSINESS! Lal /| 
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GUIDE TO MARKETS 


FOR 


OSBORN BRUSHES 


— major classifications of 
industry are listed in this chart 








with the types of Osborn Brushes a 
used in each industry. Note that =f 
each industry uses ten or more 2s 
types of Osborn Brushes. c= 


Backed by the complete line of 
quality-built Osborn Brushes and 
the cooperation of The Osborn 
Plan, this wide market means 











Iron and Steel and their Products (Nefincudine) 











Forest Products (Campspang Thar, furniture’) 
Leather and its Manufactures 

Paper, Printing and Related Industries 
Musical Instruments and Phonographs 


Chemicals and Allied Products 
Stone, Clay and Glass Products 








Machinery (Not including Transportation Equipment) 





























~ || Transportation Equipment (Air, Land and Water) 
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— 
21 > pa 
= 5 =) D 
— a = | = Dn 2 
=) } cs o i) be 
-) s O | tw a) 
Ra | a eis o| 2 
s Aa | oe is 
r T ‘ to ma [-) = D — 5) DN 3S 
VOLUME BUSINESS to Osborn | £| 3 - S| & in |& 
A; ; F 3, <= = o|s i= 
Distributors and their Salesmen. | &| © 2 sic ais 
<| e 3/5 x | $s 
THE OS80RN MANUFACTURING COMPANY 3 S a, = > 3/f 
w bh : & 
5401 Hamilton Ave. - Cleveland, Ohio a| 2 2 2/13 S = 
Sales Branches 3 bo F-) Ss s | = 9 
New York, Detroit, Chicago, San Francisco i) o = i= ° | 3 — 
i | 4 a | Mla 
Paint and Varnish Brushes Vivivivivlivulvlv lv dv ivdv dy | Vv iv 
a ' | | ee 
Master W ire W heel Brushes’ - _ | \ \ Viwvwiiy \ \ \ \ \ V | V V | V 
Wire Sections and Wheels (‘See note betow)) yy | yy | yl yy ae ee er ele ie lé te 
anauiiats | | | j 
. ‘ ‘ . r ‘ . | | 
Disc Center and Coil Knot Sections \ | \ ce ee ee V Vivid 
Reinke e tA On a Toe Se Seen Se es oS ee | : 
‘ i - i | | . oe 
Wood Hub Fine Wire Wheels viv] | | | oly ¢ivie V 
— , np a oe ps [| | 
lampico Sections and Wheels \ Vivlv ly | Vivi Iviviviv fv 
ies ca | rire ree ~*~ 
Iland Wire Scratch Brushes . Vivivivlv iv dv iv ivilv iv iv iv iviiv lv 
Floor, Window and Counter Brushes \ \ \ | V \ v |v \ \ \ Vv V \ \ \ V 
Sct pod 
‘thre : , | | | 
Fibre Push Brooms Vivivivlvivivivivlivivivlv lv iv iv 
~ }—— fd a hoe Ta boty | 
Wire Push Brooms Vivi | V Vivivivivivivlvilvivivly 
Upright Fibre Brooms Vivivivlv Iv dlvlivlv liv lv dv iv iv lv ly 
ns 
Ye . 2e « » 7 | 1 
Scrub Brushes -Hand and Deck Types , \ | y |. Vvivivivilv lv iviviviv iv lv 
a: a ae ae | | 
Platers’, Wire Casting, and Moulders’ Brushes \ viv | Vv | v | \ \ \ \ \ \ \ V 
— t SS oan t 
. | | | | | | 
Flue and Ileater Brushes Vivi Iv ivivivivivivivdlv iv iviv iv 
+—4 t | t } 
= . . , 5s : 
Tube Brushes, Bottle-Cleaning Brushes, etc. | v| | v | | jv ]ofy \ \ \ \ \ \ \ 
Misc. Brushes (oe Sanitary, Radiator.) | | i Be 7. | 


Roof Brushes, etc. \ \ a S £9 bos ‘ + 1% * + % en \ \ 
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The Distributor Helps 


is an old 


proverb which says, “Those who 
carry umbrellas do not see the 
rainbow.” I wonder how many 
industrial distributors are in this 
predicament. Regardless of the 
fact that production figures have 
shown a sharp decline for the 
past three years, the distributor 
should be riding the crest of the 
waves, providing he has discarded 
his umbrella! 

The high cost of selling direct 
has become apparent to many 
manufacturers since orders have 
shrunk in volume. On the other 
hand, quantity buying is but a 
pleasant memory with most large 
industrial plants. Now that they 
are forced to buy for present needs only they 
are naturally returning to the distributor for 
through him they can procure hand-to-mouth 
buying privileges. 

In our own case, for example, we are pur- 
chasing our industrial supplies from the dis- 
tributor because we can secure them as we 
need them. We no longer have stock on 
hand which has become shopworn or out- 
dated. The distributor, by thus reducing our 





stocks and giving us immediate service, is 
helping us to fulfill the first law of commerce: 
“fit your expenses to your business.” 

Personally, I feel that the position of the 
industrial distributor is stronger today than 
at any time since the World War and if he 
will take advantage of his present strategic 
situation by properly fulfilling his obligations 
to industry, his economic necessity will be- 
come unassailable. 


Li—— 


Vice-President, 
Pittsburgh Plate Glass Company 
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Views on Selective Distribution 


HE American Association recently con 

ducted an investigation among manu- 

facturers and distributors on the sub- 
ject of selective distribution; a form of dis- 
tribution under which a manufacturer sells 
his products through one or a limited num- 
ber of distributing outlets in a territory. 


Some interesting facts were developed as 
a result of this survey. For example, the 
consensus among manufacturers was that 
selective distribution minimized price prob- 
lems and encouraged distributors to put 
forth greater sales efforts. 

Distributors seemed agreed that selective 
distribution was good for them as well as for 
the manufacturer. They stated that they 
pushed lines which were sold under such an 
arrangement far more aggressively than 
others which were handled by every Tom, 
Dick and Harry. 


The dangers of a policy of selective dis 
tribution, from the manufacturer's stand- 
point, were that if the number of distribu- 
tors in a territory were reduced to a mini- 
mum, volume would be cut down and the 
door left open to competing manufacturers. 


The reasoning in the first instance seems 
to be that the more distributors you have, 
the more volume you will secure. That, of 
course, is obviously a fallacy. One or a 
limited number of distributors really selling 
a line will produce far better results than a 
large number of distributors who merely 
stock the line, filling orders as they come in, 
but putting forth little real sales effort. 

The second danger referred to is that, 
under a system of selective distribution, some 
business would be lost to competitors who 
would be represented by other distributors. 


No doubt, some business would be lost in 
this manner, but that holds true under any 
system of distribution. Unless a manufac- 
turer has a monopoly, he can’t expect to se- 
cure all the business there is to be had. 

The only disadvantage recorded by dis 
tributors is that such a policy might encour- 
age direct-selling competition on the part of 
manufacturers who are unable to secure dis 
tribution outlets. In some few instances this 
might happen, but on the other hand think 
of the number of manufacturers who would 
become more sold than ever on a policy of 
selling through the distributor due to the 
better results which they would obtain. 

Selective distribution, worked out on a 
practical basis, is sound in most cases. For 
the manufacturer, it affords real sales repre- 
sentation and that, after all, is what most 
manufacturers are looking for. To the dis- 
tributor, it promises greater sales coopera- 
tion, less price competition, and an oppor- 
tunity to build a profitable sales volume with 
a reasonable assurance that it will not be 
snatched away unfairly by others handling 
the same line in the immediate territory. 


XK 


Sound Selling Will Hasten 


Business Recovery 


N a recent article, B. C. Forbes, made the 
statement that “all business, all profits, 
all employment spring from sales.” 

That selling is of vital importance to busi- 
ness generally is readily conceded. In good 
times and bad, we must sell to succeed. 
When business conditions are good, of 
course, orders are comparatively easy to get. 
Sales resistance is not so great then and often- 
times inferior salesmanship will get by. 

In times of subnormal business activity, 
however, salesmanship of the highest order 
is needed to keep the business ship afloat. 
Notwithstanding this fact, what generally 
happens in times of economic stress? When 
business is harder to get; when sales barriers 
are more difficult to hurdle; companies, in- 
stead of endeavoring to counteract increased 
sales resistance with increased sales and ad- 
vertising efforts, invariably cut these neces 
sary activities to a minimum. 
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Of course, in this depression, we have 
been fated with particularly trying condi- 
tions. Fear displaced confidence; credit con- 
tracted to unheard of levels, unemployment 
became widespread. 

It’s a fact, of course, that we have been 
suffering from the effects of the late world 
war and paying for the wild stock specula- 
tive orgies of more recent years. 

Yet, is ic not reasonable to suppose that, 
in addition to the causes of depressed busi- 
ness over which the average business man 
had no control, the unsatisfactory situation 
has been abetted by the wholesale cutting 
down of sales and advertising activities? 

Certainly, it is no fantastic dream to as- 
sume that the slackening of sales efforts at 
a time when sales resistance had increased 
tremendously had considerable to do with 
the drastic falling off of business in many 
cases. By the same token, it is sound to rea- 
son that well-planned sales efforts will go 
a long way toward lifting us back to normal. 

Just as it is a fact that those companies 
which have best maintained their selling 
equilibrium these past few years have weath- 
ered the economic storm most satisfactorily, 
so will it be true that those business organi- 
zations which pay the greatest heed to sound 
selling activities from here on in will be the 
first to leave the depression behind them. 
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Go After That 66% 


NE important fact brought out in the 
research material which is now being 
released to subscribers by the Joint 

Merchandising Committee is that approxi- 
mately 66% of industrial supplies and equip- 
ment purchased by industry go through 
channels other than the industrial distribu- 
tor. 

That, it seems to us, represents a potential 
well worth going after, offering far greater 
profit-possibilities than could possibly be at- 
tained through spirited competition with 
other distributors for a much smaller busi- 
ness plum. 

It will pay distributors to join hands in a 
concerted campaign to divert a portion of 
that 66% from other channels to their own. 
If they would spend more time doing that, 


and less time in petty squabbles among them- 
selves the entire industry would be better off. 
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A Leader Passes On 


ARLEY IRELAND has passed on 

and in his passing the mill supply 

industry has lost a tireless worker, 
constructive thinker and true friend. 

His loss, while perhaps more keenly felt 
by his own company, the Industrial Supply 
Company, of Terre Haute, Indiana, in which 
organization he held the position of secre- 
tary-treasurer and general manager, never- 
theless is also a blow to the entire industry. 

Harley was a member of The Joint Mer- 
chandising Committee, representing non-as- 
sociation subscribers and to him should go 
considerable credit for the early progress 
made by this group. 

It was with deep regret that MILL Sup- 
PLIES learned of Harley I[reland’s untimely 
death. The industry can ill afford to lose 


XK 
Keep Your Customers Sold 


/ ‘HERE'S a bit of sound sales philoso- 
phy in the following statement appear- 
ing in the October issue of “Better 

Selling” issued by the American Associa- 
tion: “You can’t lock customers safely away 
and forget them, because customers are 
never customers. They are prospects al- 
ways and you must keep selling them to 
keep them sold.” 

It never pays to take a customer for 
granted. The fact that you've had a com- 
pany’s business in the past is no assurance 
that you're going to get it in the future. 
Remember your present customers are red- 
hot prospects for competitors and if you 
want to hold their business you've got to 
keep on selling them. 

Sometimes, business men are inclined to 
lay too much stress on the development of 
new accounts and too little on holding and 
developing what they already have. Of 
course it’s important to work for new busi- 
ness, but it’s infinitely more important to 
make sure that present customers do not 
slip away from you in the process. 


“such leaders. 
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Joint Merchandising Committee 


Activities 


Recent news from Committee headquarters 


The Committee Loses a Faithful 
Worker 
HE news of Harley Ireland’s 
death came as a distinct shock to 
the Joint Merchandising Committee. 
Harley was a member of the Com- 
mittee from its inception and con- 
tributed much toward the progress 
of the movement. He was on the 
research committee which directed 
the nation-wide survey that resulted 
in bringing to light a wealth of facts 
concerning economical industrial dis- 
tribution. 
At the time of his death, Harley 
Ireland was on the executive board of 
Merchandising Committee. 


* * * 


Facts About the Distributor Given 
Buffalo Buyers 

N the evening of October 12, 

H. W. Barclay, advisory mem- 
ber of the Joint Merchandising 
Committee, gave.the chart story ex- 
plaining the distributor’s economic 
necessity before the Purchasing 
Agents’ Association of Buffalo. 

In addition to the regular members 
of the group, the industrial distribu- 
tors of Buffalo were invited to at- 
tend. It was an unusually successful 
gathering and afforded an oppor- 
tunity for creating considerable per- 
sonal friendship between distributors 
and users in the territory. 

Distributors who attended the Buf- 
falo meeting included: R. C. Neal, 
Mr. McCoy and Mr. Wilson, R. C. 
Neal Company ; G. W. Curtis, Curtis 
Supply Company; F. C. Morton, 
Bickford and Francis; F. X. Bennett, 
Beals, McCarthy and Rogers; D. J. 
Johnson, H. D. Taylor Company ; P. 
A. Renford, P. H. Stapleton, F. Hag- 
gerty, and G. F. Roeder, Joseph T. 
Ryerson and Son; G. H. Muir and 
J. N. Priebe, Stritt and Priebe; Tom 
Cunkshank, G. J. Halod, T. R. Clax- 
ton, H. W. Pritchard, F. H. Hub- 
bard, and W. W. Hopkins, Root, 
Neal and Company; L. N. Stetson, 
Peter A. Frasse and Company; R. J. 
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Dellwardt and J. C. McKendry, Peer- 
less Mill Supply Company; R. W. 
Thiele and J. W. Cramer, Cramer 
Hardware Company; A. C. Dallman, 
C. F. Greenwood, K. Mayo and C. B. 
McLaskey, Buffalo Wholesale Hard- 
ware Company; E. Hector, Buffalo 
Belting Company ; and J. A. Munhall, 
McCarthy Brothers and Ford. 

E. J. McOsker of Mitt Suppries 
also spoke briefly concerning the 
work of the Committee. 








W. H. Clark, president, 

Mill Supply Club, who presided at 

the recent local group meeting of 

distributors which was addressed by 
R. M. Gattshall. 


Chicago 


Chicago Distributors Hear 
Committee’s Story 


¢ of the most successful group 
meetings of industrial distribu- 
tors yet assembled to learn of the 
work of the Joint Merchandising 
Committee was the one held in Chi- 
cago, October 4. 

This meeting, sponsored by the 
Chicago Mill Supply Club, was at- 
tended by 138 distributors and their 
salesmen. Besides the splendid turn- 
out from Chicago, there were a num- 
ber of distributors present from out- 
lying cities. 

The most encouraging feature of 





this meeting was the splendid turnout 
of distributors’ salesmen, many of 
the houses being represented by their 
entire sales staffs. 

Wendell H. Clark, vice-president, 
Samuel Harris and Company, and 
president of the Chicago Mill Supply 
Club, was chairman of the meeting 
and he deserves a great deal of credit 
for the excellent manner in which it 
was conducted. 

R. M. Gattshall, executive man- 
ager of the Committee, spoke at 
length on the functions of the organ- 
ization, what it has already accom- 
plished and what it proposes to do in 
the future. 

He discussed briefly a number of 
the charts which were developed 
through research, regarding the dis- 
tributor’s place in our economic pic- 
ture. Also, he emphasized the tre- 
mendous amount of free advertising 
which the disrtibutor is securing as 
a result of the Committee’s work. 

One important fact brought out 
was that there has been a decided 
trend on the part of manufacturers 
toward declaring themselves definitely 
as to their national sales policies. 


* %* * 


Additional Group Meetings 
Planned 


O date, group meetings of dis- 

tributors in the following centers 
have been held to hear first-hand the 
story of the Committee: Memphis, 
New Orleans, Dallas, and Chicago. 
At the present writing other meetings 
are planned for Atlanta, Georgia and 
Greensboro, South Carolina. 

Buyers’ groups in New York, Chi- 
cago, Cincinnati and Buffalo have 
heard the Committee’s chart story. 

The Committee stands ready to de- 
liver its interesting and constructive 
message to any locally organized 
group of distributors. The Commit- 
tee pays the expenses of its speaker 
at such meetings, the group’s only 
expense being that connected with 
holding the meeting. 
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Forged from the same selected steels and finished in the 
same precision machines by skilled operators, these 
meter valves are duplicates in strength and quality of 
the big Vogt valves. 


New York 


Chicago 
Chavet 
Philadelphia 
Dallas 








Available in one-quarter, three-eighths and one-half 
inch sizes of carbon or stainless steel as desired. 


Bulletin with details and prices will be sent upon request. 


HENRY VOGT MACHINE CO., LouisviLte, ky. 


INCORPORATED 







Manufacturers of Drop Forged Steel Valves 
and Fittings, Oil Refinery Equipment, Water 
Tube Boilers, Ice Making and Refrigerating 
Machinery, Heat Exchangers. 


Meter 
Valves 

















Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Electrical Wholesaler’s Position 
Defined 


N a declaration adopted at the 

Buffalo convention of the National 
Electrical Wholesalers Association, 
on September 28, electrical whole- 
salers conceived it to be their func- 
tion: 

1. To maintain and warehouse an 
adequate stock of standard commodi- 
ties sufficient to supply the trade. 

2. To maintain a showroom to 
properly display commodities for the 
benefit of the trade. 

3. To maintain delivery service 
and facilities for pick-up service. 

4. To maintain a selling organiza- 
tion trained to promote, specify and 
quote on electrical commodities, and 
to properly handle matters of service 
or misunderstanding with customers. 

5. To be prepared to furnish 
promptly a great variety of electrical 
commodities on one order at a mini- 
mum cost and with greatest conven- 
ience to the trade. 

6. To advise the trade regarding 
the most suitable and reliable com- 
modities to purchase and install. 

7. To distribute catalogs showing 
and describing the most essential 
items in common use in the industry. 

8. To extend justified credit to the 
buyers within his territory upon 
reasonable terms. 

9. To maintain a repair and re- 
placement service to supplement the 
facilities of the manufacturer and 
the retailer in the handling of de- 
fective commodities. 


* * * 


A Compensation Plan Based on 
Gross Profits 
OLUME and profit parted com- 
pany in 1930. We had to devise 
a more equitable plan of paying sales- 
men. Their volume under the condi- 
tions that obtained then, and now, 
had very little relationship with profit. 
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We found it necessary to work out 
a plan that comprehended four de- 
sirable objectives, namely : 

1. Make the salesman’s compensa- 
tion contingent upon the value of the 
business he wrote—the gross profit 
returned. 

2. A plan that would encourage 
the salesman to call on smaller ac- 
counts whose purchases yielded a 
higher gross. 

3. Encourage the salesman to sell 
smaller orders more frequently in- 
stead of larger orders that returned 
smaller gross profits to the firm. 

4. Stiffen the salesman against de- 
manding price concessions to meet 
competition. 


The company made a thorough 
study of gross profit ratios of various 
salesmen. It was learned that men 
who were working fleets and sub- 
distributors were turning in good 
volume—but only 18 to 22 per cent 
gross profit. Others had gross profit 
ratios of 24 to 26 per cent but their 
volume was down. 

On the basis of a detailed analysis 
of each territory it was decided to 
pay all salesmen from 14 to 25 per 
cent of the gross profit returned 
from their sales. This compensation 
is paid for all business that comes 
out of the salesman’s territory and 
replaces travel allowances and draw- 
ing accounts. 

The 14 per cent goes to men who 
work good city territories and do not 
have to travel. The scale rises, ac- 
cording to the territory, until it 
reaches a maximum of 25 per cent 
for men working sparsely populated 
sections where considerable traveling 
is, necessary. 

This plan has accomplished four 
significant results: 





1. The company’s ratio of gross 
profit has been increased 2 per cent 
as a direct and indirect result of the 
sales plan. 


2. The annoyance and lost profits 
occasioned by salesmen who nagged 
for “competitive prices” have been 
minimized. 

3. The company’s records prove 
that salesmen are calling on more 
accounts, particularly small firms, 
where business yields a better than 
average gross profit. 

4. The plan made salesmen out of 
our men and enabled us to escape the 
costly delusion that volume is profit. 
I regret we did not put our present 
system into effect several years ago. 
—P. H. Lyon, president, Chanslor 
and Lyon Stores, Incorporated, San 
Francisco, in “Motor World Whole- 
sale” for August. 


Good Will and Quality 


HE most dangerous loss in this 

period of reconstruction is the 
loss of good will. These times are 
trying men and managements in a 
way that they never have been tried 
before. Many are stooping to prac- 
tices and methods that they would 
not have considered under normal 
conditions. Hold tight to your stand- 
ards. Stick to good quality—quality 
of merchandise, quality of business 
principles and quality of retail repre- 
sentation. When the smoke of this 
battle clears away, the real victors 
will be those business houses that 
have maintained their integrity, their 
reputations for honest goods and 
honest dealing. Most of us can afford 
to use a little red ink for one year, 
but none of us can afford to sacrifice 
our good will which represents years 
of struggle in building but which can 
be lost in a single year by one false 
step. The one safe course to which 
we can hold is the course of quality. 
—From an address by P. A. O’Con- 
nell, president, National Retail Dry 
Goods Association, delivered at the 
N. E. L. A. Convention, Atlantic 
City, June 9. 
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A Nation-Wide Campaign to Modernize and 
Rehabilitate Industrial Plants is Now Being Carried 
n. Are You Profiting by It? 





A “D-V” Drive on slow side of Double Roller Mill 
increased grinding efficiency by eliminating belt slip 
which caused variation in differential between rolls. Belt 
tension was decreased and pressure on bearings elimi- 
nated which made substantial power savings. 





A 60-inch Dodge Split Friction Clutch operating in 
conjunction a 400 H.P. §ynchronous motor has effected 
substantial operating econOmies in a large Chicago grain 
elevator. A second similar installation has _ recently 
been purchased as a result the successful pertform- 
ance of the first unit. 


The Dodge line is the only 
complete line of modern in- 
dustrial power drive and 
bearing units available from 
one source of supply and 
backed by one individual re- 
sponsibility. 





Your Prospects Will 
Be Interested in the 
Experience of Others 


A manufacturer of printing 
machinery saved 10 H.P. and 
Saved space by installing a 
“D-V” Drive ...a manufacturer 
of ball bearings saved 3% H.P. 
on a compressor drive ...a 
flour mill saved 31% of their 
power by installing Dodge- 
Timken Bearings on a roller 
mill . . . a Hotel eliminated 
troublesome vibration, saved 
money on lubricant as well as 
power with Dodge-Timken 
Bearings on Fan Drives ...a 
paper mill saved 50% of their 
power and increased their su- 
percalender production 37%” 
by replacing babbitted bearings 
with Dodge-Timkens ...a 
grain elevator used two bar- 
rels of oil per week to lubri- 
cate their tripper bearings be- 
fore installing Dodge-Titmkens 
—now, this item is negligible 

. there are many other cases 
where the replacement of old 
drives and bearings with mod- 
ern Dodge Drive and Bearing 
Units have made important 
savings. 





Dodge-Timken Type ‘“‘C’’ Bearings have replaced 
babbitted bearings in a large cement plant and 


have paid for themselves in lubricant 


severe conditions. 





REG.U.S. 





PAT. OFF. 


The Committee on Industrial Rehabilitation is now 
organized and functioning. Its objective is the 
replacement of obsolete and inefficient equipment 
in industry. About 55% of present equipment in 
industry is now over 10-years old and should be 
replaced or reconditioned. Factories are not in 
condition to take full advantage of an upswing in 
business because normal replacements and improve- 
ments have been neglected. 


Industry can afford to and should modernize now 
because (1) Many corporations have the money 
available; (2) Rapid improvement in equipment 
design offers unusual opportunities for cost re- 
duction; (3) Changes can be made now with less 
inconvenience when plants are not busy; (4) Im- 
proved production facilities will improve price 
position and increase earning power; (5) Obso- 
lescence means not only waste but loss of oppor- 
tunities for profit. 
@ 


Dodge distributors are in an unusually favorable 
position in this modernization movement. Hun- 
dreds of industrial plants during the past three 
years have replaced old drives and bearings with 
modern Dodge equipment. A broad line including 
every appliance for the mechanical transmission 
of power and an extensive line of anti-friction 
bearing units for machine replacements, offers a 
modern solution to every problem. 

If you are not thoroughly familiar with the newest 
Dodge developments and their place in the recon- 
struction program now in progress, write us for 
the help and information we are ready to give you. 


A Few of the Industrial Leaders 
Who Have Found it Profitable to 
Use Dodge Products 


Cement & Gypsum Rubber 
a Portland Cement U. 8S, Rubber Co. 
Goodyear Tire & Rubber Co. 
Hood Rubber Co. 
Manhattan Rubber Co. 


Somes Portland Cement Co. 
U. 8. Gypsum Company 


ol 
julf Refining Co. 
vxas Company 
Midwest Refining Co. 


Food 
American Maize-Products Co. 
Corn Products Refining Co. 
Ralston-Purina Co. 
General Mills 
Quaker Oats Company Chemie: 
E. I. du Pont de _ & 
Textiles Co 
Cannon Mills 
Borden Mills, Inc. 
American Thread Co. 
Eastman Cotton Mills 
Unity Spinning Mills 


Grasselli. Chemical Co. 
Texas Chemical Co. 


Steel 
Bethlehem Steel Co. 
Inland Steel Co. 
Mining Carnegie Steel Co. 
Illinois Steel Co. 
Anaconda Copper Mining Co. 


savings Calumet Hecla Utilities 
alone. The bearings in the picture have been in 
service three and one-half years under the most New Jersey Zinc 


Inspiration Copper New York Edison Co, 
American Gas & Electric Co, 


Eagle Picher Lead Co. Alabama Power Co. 


There are over 2,000 types 
and sizes of Dodge-Timken 
bearings available to meet 
practically every service con- 
dition encountered in indus- 
try. A large number avail- 
able from stock. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA - INDIANA 
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and their salesmen 











Western Iron Stores in 
New Location 

On October 15, The Western Iron 
Stores Company of Milwaukee moved 
irom its old location at 555 North 
Plankington Avenue to 319 East Cly- 
bourne Street. 

The new building, while only a 
short distance from the old, and only 
two blocks from the “main stem” of 
Wisconsin Avenue at Broadway, is 
far enough removed from traffic con- 
gestion to allow customer parking fa- 
cilities. 

Designed originally for a business 
of similar character, the interior of 
the new location allows for compact 
arrangement of stocks with resultant 
increased efficiency in filling orders. 
It is completely equipped with a 
sprinkler system. The floor plan is 
such that daylight lighting is avail- 
able for all offices. The exterior is 
painted white, which fact should 
prove of value from an attention- 
drawing standpoint, since it is the 
only white building in the vicinity. 

* * * 


Hyman Supply Reorganized 

All outstanding stock in the Hyman 
Supply Company, Wilmington, North 
Carolina, has been acquired by J. B. 
Rice and a reorganization of the per- 
sonnel effected. 

New officers include: J. B. Rice, 
president ; Mrs. Mary Elizabeth Rice, 
vice-president; C. M. Harrington, 
secretary and treasurer. The follow- 
ing, in addition to the above, consti- 
tute the Board of Directors: W. D. 
Jones, W. T. Miars, J. Russell Wood 
and Hugh J. Sweeney. 


* * * 


Peden Company Moves Offices 

General offices of the Peden Com- 
pany, Houston, Texas, were re-estab- 
lished, on October 10, at the corner 
of Baker and North San Jacinto 
Streets. Offices were located at this 
address from 1907 until 1929 when 
they were moved to the new building 
at 700 North San Jacinto Street. 
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Whipple New Hardware 
Association Head 

C. J]. Whipple, president, Hibbard, 
Spencer, Bartlett and Company, 
Chicago, was elected president of the 
National Hardware Association of 
the United States at that group’s 
thirty-eighth annual convention at the 
Marlborough-Blenheim Hotel, At- 
lantic City, from October 17 to Oc- 
tober 20. 





C. J. Whipple 


Attendance was far greater than 
had been anticipated, the hotels re- 
porting that percentage attendance 
was higher than any other conven- 
tion held in Atlantic City this year. 

In a very complete report to the 
Convention, George A. Fernley, sec- 
retary-treasurer of the Association, 
stressed the strengthened position of 
the wholesaler and pointed out the 
work that the association is doing 
along the lines of overhead expenses, 
reports on business conditions, small 
order costs, price protection and ade- 
quate margins. 

* * ok 


New Specialty House 
for Cleveland 


The Midwest Rubber Company has 
recently been organized with offices 


and warehouse at 1431 West Ninth 
Street, Cleveland. T. S. Stewart and 
W. P. Hurford are in charge. The 
firm will specialize on the sale of 
New York Belting and -. Packing 
Company’s products. 


* * * 


Pete Boylan Proud Grandfather 

Pete Boylan, sales manager, W. M. 
Pattison Supply Company, Cleveland, 
rises proudly to his full 60 inches to 
announce the birth of a son to his 
daughter and- son-in-law, Mr. and 
Mrs. Harold Monahan. 


* * * 


John Priebe Sings 
for Business 

John Priebe, president of Stritt 
and Priebe, Incorporated, Buffalo 
distributors, was given quite an ova- 
tion for his rendition of “Ole Man 
River” at the recent joint meeting of 
purchasing agents and distributors in 
that city. Mr. Priebe may well be 
proud of his voice for praise from 
purchasing agents is not won very 
easily. 

om. . 


George F. Root Dead 
Root, Neal and Company, Buffalo, 
New York, announces the death, on 
October 6, of its president and treas- 
urer, George F. Root. 


* * * 


Fruit-Ohl Company Moves 
The Fruit-Ohl Gompany, Sharon, 
Pennsylvania distributors, has moved 
to new quarters at 30-45 Chestnut 
Street in the same city. The new 
building, which is owned by the com- 
pany, contains double the floor space 
of the old establishment. Its equip- 

ment is modern in every respect. 


2 
Pittsburgh Supply Distributes 
Ohio Injectors 


The Pittsburgh Supply Company 
has taken on the distribution of the 
Ohio Injector Company’s line. 
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Now 
_ is the lime 
to Push 











-Hard ! 


IGHT now, with increased production 
schedules going into effect, efficient 
equipment is vital. 


Neyer has it been so necessary to elimi- 
nate every possible element of waste in 
plant operation. Time out for belt replac- 
ing means idle hands, idle machines and 
increased cost of production. 


Urge your customers to standardize on 
Clipper Hooks, Pins and Lacers. Point 
out the advisability of keeping a full as- 
sortment of Clipper Hooks on hand—in 
every required size—ready for instant use 
—in order to reduce belt lacing problems 
to a minimum and assure a maximum of 
production efficiency. 





See our exhibit at the TENTH NATIONAL 
EXPOSITION OF POWER AND MECHANICAL 
ENGINEERING, Booth 265, Grand Central 
Palace, New York, December Sth to 10th, 
1932. 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


ar 
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On the right is O. P. Schlafer, 77-year old 
founder and president of the Schlafer 
Hardware Company of Appleton, Wiscon- 
sin. Mr. Schlafer established the business 
in 1875 and has been its active head ever 


since. On the left is A. A. Wettengel, 
manager of the Mill supply department, 
who has been with the company for 42 
years. Situated in the heart of a large 
paper mill district, the Schlafer Hardware 
Company has always specialized in sup- 
plies for this type of plant. 


Smith-Courtney Celebrates 
Sixtieth Anniversary 

The Smith-Courtney Company, 
Richmond, Virginia, is celebrating its 
sixtieth anniversary this year, the 
company having been founded in 
1872. 

George A. Smith, father of the 
present president, Alvin M. Smith, 
was a captain in the Confederate 
Army during the Civil War. The 
loss of an arm at the first battle of 
Fredericksburg left Captain Smith, 
at the close of the war, with a very 
appreciable handicap and no visible 
means of support. 

In spite of these odds, he secured 
a position with the York River Rail- 
road (now a part of the Southern 
Railway System) and by 1872, held 
the office of treasurer. In that year 
he left railroading and, with a former 
conductor of the line, W. G. Bragg, 
formed the railway supply house of 
Smith and Bragg. 

For nearly 20 years the company 
was operated as a strictly railway sup- 
ply house under the name of Smith 
and Bragg, until the death of Mr. 
Bragg; then as George A. Smith; 
then Smith and Rady; again George 
A. Smith and finally, Smith and 
Courtney. The last partnership be- 
came a corporation in 1891, being 
named the Smith-Courtney Com- 
pany. 

The increase in industrial activity 
in the South prompted George Smith 
to develop a mill supply and general 
industrial supply business in addition 
to his activity among the railroads. 


The business first occupied a small 
two-story building; expanded from 
that to a large four-story building; 
then to two large warehouses; next, 
to a six-story warehouse, with pipe 
yards and finally to the present loca- 
tion which covers an entire city block, 
on which are located six warehouses. 

The territory now covered by the 
company includes the District of 
Columbia, Virginia, eastern West 
Virginia, North Carolina and the 
northern part of South Carolina. 

A number of years ago, Smith- 
Courtney decided upon selective dis- 
tribution plans, enumerating its “Ten 
Blue Ribbon Lines.” The original 
ten lines have now been expanded to 
25 or 30 but on these lines special 
sales emphasis is placed. The in- 
crease in volume, not only on the 
lines stressed but on other lines car- 
ried, has proven the merit of the plan. 
Alvin M. Smith is president and 








A change in the organization of the Gen- 
eral Machinery Company, Spokane, Wash- 
ington, was necessitated by the death of 
the vice-president, G. C. Sutton, which 
occurred on August 2. E. J. Simons, Jr., 
shown at the left of this picture, is the 
newly appointed vice-president. His father, 
E. J. Simons, Sr., is the president of the 
company. In addition to doing a consider- 
able business in industrial supplies, the 
General Machinery Company manufac- 
tures heavy machinery and does a large 
general machine shop business. E. J., Jr., 
has: just completed the mechanical engi- 
neering course at Washington State Col- 
lege. During vacations and for a two- 
year stretch in the midst of his college 
course, he has worked for his father. One 
of the notable jobs to his credit is the con- 
struction of a complete cement plant at 
Pocatello, Idaho, where he was the senior 
Simons’ first assistant in the field. 





R. M. Bellman, president of the Shaw- 
Kendall Engineering Company, Toledo, is 
standing on the balcony that overlooks the 
machine and pipe shop of that firm. He 
reports that several of the industrial plants 
served by his company are operating at a 
much larger percentage of capacity than 
in the recent past. 





treasurer of Smith-Courtney; B. H. 
Smith, his younger brother, is vice- 
president; A. Brooke Smith, his son, 
is secretary; S. T. Ross is assistant 
secretary and L. B. Martin is assist- 
ant treasurer. 


* * * 


James G. Watson New Secretary 
Swain-Watson Corporation 

James G. Watson has been elected 
secretary of the Swain-Watson Cor- 
poration, Danville, Virginia, to fill 
the vacancy created by the removal 
of C. W. Dodson to Florida. 

Mr. Watson, who is the son of the 
president, John T. Watson, was grad- 
uated from Carnegie Tech in the 
Class of 1932. 


* * Xx 


$90,000 Light Contract Awarded 
to Rayl Company 

According to a report carried in a 
Detroit newspaper, the city council 
has awarded a contract for approxi- 
mately $90,000 worth of street lights 
to the Rayl Company, thus ending a 
controversy which began on June 30. 


* * * 


Colonial Supply Adds Lines 

The Colonial Supply Company, 
Pittsburgh, is now _ distributing 
“Eagle 66” furnace insulation, manu- 
factured by the Eagle Picher Lead 
Company, and Bermico Fiber Pipe, 
a product particularly adapted for 
use where acid conditions are present. 
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Jeturu BUYS 





GOODYEAR RUBBER GOODS 


q@.:.. the last nearly twenty years 


now, Goodyear has steadily built — 


up a volume business in Mechanical 
Rubber Goods for industry. 

This patronage has been won not only 
by the quality of Goodyear products, but 
also by Goodyear’s foresight and initi- 
ative in developing newer and better 











Latest Goodyear 
developments in 
Mechanical Rubber 
Goods 


The Goodyear COMPASS 
Endless Belt 
The Goodyear THOR Belt 
Seamless 


The Goodyear COMPASS 
Cord Oil Well Belt 
— DOUBLE 


The Goodyear Emerald 
Cord Air Hose 
The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 


The Goodyear Asbestos 
Cord Steam Hose 





























things to meet the constantly changing 
requirements of industry. 

As a consequence of this continued 
Goodyear enterprise and Goodyear qual- 
ity, industries of all types where rubber 
is used look to Goodyear. 

The Goodyear franchise is the key to 
this reliable, growing market. You may 
find it greatly to your profit to learn 
what opportunities it could open to you. 
For full information, just write to 


‘Goodyear, Akron, Ohio, or Los Angeles, 


California. 
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Arthur E. Smith, manager and secretary 
of the F. C. Richmond Machinery Com- 
pany, Salt Lake City, Utah. When seen 
in the middle of September, Mr. Smith 
held the view, contrary to mont that busi- 
ness recovery, when once started in earn- 
est, would execute a rapid comeback. ‘For 
months,” he said, “branch factories of 
large industrials have been requisitioning 
materials and supplies from one another. 
Their stocks are depleted to the point of 
barely being able to get by on the reduced 
scale of operations.” He knows of places 
where cheap valves, for instance, have 
worn out and have been replaced with 
fine, high-priced valves intended for other 
purposes, just to save buying new cheap 
ones. “In view of these facts,” he states, 
“when industry does begin to move defi- 
nitely, buying will, of necessity, come back 
with a bang. I cannot see it any other 
way.” 


National Association Urges 
Preparation for Return 
of Business 

In a letter to members of the Na- 
tional Supply and Machinery Distrib- 
utors’ Association, president Harry 
Ruhf points out that the present busi- 
ness depression has done much for 
distributors in improving their stand- 
ing with both manufacturers and 
users but warns that such advantage 
must be capitalized upon to be worth 
while. 

Several suggestions for such cap- 
italization were given by Mr. Ruhf, 
among which are the following: 

1. Distributors should continue 
their efforts to secure fair and equi- 
table selling policies from manufac- 
turers. 

2. Distributors should investigate 
more fully the advantages to be de- 
rived from a system of selective dis- 
tribution. 

3. Attention should be given to the 


work being done by the Group-by- 
Industry Committees of the distribu- 
tor and manufacturer associations. 

4. Overhead expenses should be 
given close study to determine un- 
necessarily high costs which should 
be lowercd. 

5. Distributors should utilize every 
opportunity to emphasize the fact 
that their services are economically 
sound and necessary. 

6. Distributors should encourage 
the establishment of resale prices by 
manufacturers. 

7. Local or sectional groups should 
be organized to help in the solution 
of common problems. 

8. Distributors should make. inten- 
sive studies of stocks and customers 
requirements to insure their being 
able to render a maximum amount of 
service and at the same time, make 
possible a larger turnover. 


* %* * 


Chet Kimball Wins Pattison 
Tournament 

Chet Kimball of the Heating and 
Blowing Department, W. M. Patti- 
son Supply Company, Cleveland, has 
been acclaimed company golf cham- 
pion by virtue of having acquired the 
largest number of strokes during the 
several tournaments held this year. 
Envious competitors have discounted 
Chet’s victory, stating that he had an 
unfair knowledge of air currents due 
to his occupation. Chet disdainfully 
replies that he would have scored 
much better if he hadn’t had so many 
fives. This last statement, perhaps, 
may be laid to Mr. Kimball’s experi- 
ence in the Blowing Department. 


* * * 


Chandler-Boyd Conducts Sales 
Contest on Sylvania Lamps 

The Chandler-Boyd Supply Com- 
pany is conducting a contest among 
its salesmen on the sale of Sylvania 
lamps. Awards are in the form of 
substantial cash prizes. Points are 
given for trial orders and lamp con- 
tracts. Progress is marked on a chart 
portraying an automobile race from 
Los Angeles to Boston. 

Chandler-Boyd was recently ap- 
pointed western Pennsylvania distrib- 
utor for Hygrade lamps, manufac- 
tured by the Hygrade Sylvania Cor- 
poration. Considerable success has 
been encountered in the conduct of 
tests by users. This form of selling 
is being encouraged among Chan- 
dler-Boyd salesmen. 


Marshall-Wells Selects Elson for 
Spokane 

The Spokane, Washington, branch 
of the Marshall-Wells Company now 
has J. T. Elson as manager. He took 
charge in this capacity on September 
first, after having been manager of 
the Vancouver, British Columbia, 
house for several years. Mr. Elson 
was at one time manager of the 
Gray’s Harbor Hardware Company 
at Aberdeen, Washington, and from 
there went to the Portland, Oregon, 
branch of Marshall-Wells, where he 


remained until he took the Van- 
couver position. 
The Marshall-Wells offices and 


warehouse have been moved to 159 
South Howard Street, Spokane, 
though the former warehouse at 131 
East Main Street is still maintained. 
The new location was formerly the 
headquarters of the Holly-Mason 
Company which was bought out by 
Marshall-Wells some time ago. 
a 


Well Machinery and Supply 
Purchases California Meter 

The Well Machinery and Supply 
Company, formerly Fort Worth Well 
Machinery and Supply Company, 
purchased, on September 16, the Cal- 
ifornia Meter Company, Los An- 
geles. 

It is announced, by W. B. Brown, 
vice-president of the company, that 
a 100% distributor selling policy has 
been inaugurated. 

The Well Machinery and Supply 
Company is a manufacturer and dis- 
tributor of industrial supplies. 











Ernest T. Gregg, president of the N. T. 
Bushnell Company, New Haven Connecti- 
cut, has been in the industrial supply busi- 
ness for 52 years, the last 21 of which 
have been spent in his present position. 
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In the Inferests of Economy 


Standardize 
on 


MORSE 


lL. the interests of econ- 
omy in selling, in handling, 
and in keeping a low in- 
ventory, it pays to stand- 
ardize on the complete 
Morse line, for by hand- 
ling, Morse Tools, you can 
eliminate the expense that 
the handling of several 
smaller, incomplete lines 
would cause. 


Morse covers the entire 
cutting and drilling field 
with a line of tools whose 
quality is unquestioned, 
and whose reputation has 
been built up by the recom- 
mendation of satisfied us- 
ers throughout the world. 

















MORSE 


TWIST DRILL & MACHINE COMPANY 
___NEW BEDFORD, MASS.,U.S.A. 


T 
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WANT r TO 
BUY ANY 
PULLEYS? 























The easiest way NOT to sell pul- 
leys is to ask people if they want 
to buy pulleys! Nobody ever 
really wants to buy a pulley. Of 
course not! Do you like to spend 
your money to have your house 
painted, or pay the electric light 
bill, or buy new auto tires? 


The only reason that many, many 
millions of pulleys have been pur- 
chased—and will continue to be 
purchased—is that men in factories 
and shops need what pulleys will 
do! 


There you have it! It’s the need 

for a product—not the product 

itself—that makes the sale! 
$06 4 


As pulley manufacturers, we know 
that making good pulleys—and of.- 
fering them for sale—is only a part 
of our job! 


The need for ROCKWOOD Pul- 
leys is to drive machines. And pul- 
leys are only a part of the drive! 
That’s why we concern ourselves 
with complete drives. That’s why 
we study what drives must do! 
That’s why we maintain a staff of 
experienced belt-drive engireers— 
to properly design drives. That’s 
why we developed the ROCK- 
WOOD pivoted motor base, to 
give drives automatic control of 
belt tension. That’s why we have 
introduced a new product—ROCK- 
WOOD BELT-PULL—to make 
belts give better pulling perform- 
ance. 


We might have been content years 
ago to “rest on our laurels”—when 
we gave to industry a better pulley 
with a transmitting capacity 1/4 to 
| 1/3 greater than wood pulleys, 1/2 
to 2/3 greater than iron pulleys. 
But we knew this development, re- 
markable as it was, would be only 
the beginning. 
* * * & 


The time has passed when indus- 
trial salesmen can hope to succeed 


OF COURSE 
NOT! 


and here’s why! 


merely by asking people if they 
want to buy anything. 


They must get out in the plants 
and see what their customers need! 
Show them where faulty drives are 
wasting money! Point out the fal- 
lacy of using too many machines 
for too little work! Suggest that 
they concentrate their work on 
fewer machines, with more compact, 
money-saving arrangements! 


Show them how a simple change in kind 
or size of pulleys may give a machine 
added work capacity! Show them how a 
ROCKWOOD pivoted motor base, to 
replace a heavy idler pulley, can save 
from 5% to 10% in power cost! 


These are the things factory men want 
to hear. Are you telling them—and 
selling them? 


Despite closed factories and _ re- 
stricted industrial buying in 1931- 
32, ROCKWOOD Short-Center Drives 
have sold in greater number than 
any other short-center drive we know 
of sold in its introductory year! 
Why? Simply because industrial 
plants needed ROCKWOOD Drives 
to cut their costse—and ROCKWOOD 
distributors were on the job. If you 
do not now sell the money-making 
ROCKWOOD line, write for full in- 
formation. 


The Rockwood Manufacturing Co., 
indianapolis, Ind. 


a xX 





PUL Levys tHat PULL 


Immediately available in 2540 stock 
sizes. Larger sizes, up to 72” di- 
ameter, made promptly to order. 


a] WOOD 
Seomcomararour OO ROW EE 


Immediately available in stock sizes 
for motors from fractional to 100 
H.P. Larger sizes, up to 500 HLP., 
made promptly to order. 


ROCKWOOD 
BELT-PULL 


Reconditions old and worn belts and 
makes them pull. Distinctly supe- 
rior to old-fashioned belt ‘‘dress- 
ings.”’ Cash in on this new seller 


7” f 
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| is seen that laundries, 


A. F. Ellfeldt 


A. F. Ellfeldt Director in Home 


Loan Bank 
Adolph F. Ellfeldt, president, Ell- 


feldt Hardware and Machinists Sup- 
ply Company, Kansas City, Missouri, 
has been appointed a director of the 
regional Home Loan Bank for the 
eighth district with headquarters in 
Des Moines. 


Mr. Ellfeldt is known as the dean 


of building and loan men in Kansas 
City, having served the oldest build- 
ing and loan organization in Mis- 
souri for 34 years. The Kansas City 
Building and Loan Association, of 
which he is secretary, was organized 


in 1868. ie de 
Report on Census of Power 
Laundries 


According to a preliminary tabula- 
tion of the data collected in the Cen- 
sus of Power Laundries taken in 
1932, the number of such establish- 
ments has decreased 6.6% since the 
last census year, 1929. 

Encouraging to distributors who 
number laundries among their good 
customers, is the fact that the 6,329 
power laundries in the United States 
during 1931 purchased $66,615,634 
in supplies, fuel and purchased elec- 
tric energy, a decrease of approxi- 
mately 14% from similar figures 
taken in 1929. When this 14% is 
compared with decreases in cost of 
supplies, fuel and pur- 
chased current for other industries, it 
as a whole, 
have fared far better than the aver- 
age during the last two years. 
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WHOSE FAULT is ir 


WHEN PIPE MUST BE REPLACED ? 


STEEL 
BUTT-WELD 
PIPE 


at eine fi Saas | coe a 


REPUBLIC 
STEEL 

LAP -WELD 
PIPE 


REPUBLIC 
ELECTRIC WELD 
STEEL 








oe 


TONCAN 
IRON 

LAP -WELD 

PIPE 


ELECTRIC WELD 

TONCAN 
IRON 
PIPE 


. you buy pipe for resale 


to industry, or to use in your own 
plant, this fact should be kept in mind. 
When pipe fails it isn’t necessarily the 
fault of the pipe. The responsibility goes 
back to the selection of the pipe. Was it 
the right kind—the pipe best suited to 
that particular service? 

No one kind of pipe will answer every 
purpose in industrial service. Every in- 
dustry has its own requirements. Within 
every plant the conditions that cause fail- 
ure vary to such an extent that no one 
kind of pipe will answer every need. 





In the interests of operating economy 
Republic offers to industry a wide variety 
of pipe—a pipe for every need. This 
makes it possible for you to analyze pipe 
service on a corrosion basis and get full 
value for every dollar spent, through log- 
ical selection—steel where conditions are 
not unusually severe, Toncan Iron where 
corrosion is a factor, and ENDURO 
Stainless Steel for special purposes where 
the highest degree of immunity to corro- 
sion is required. 

Complete literature on the full line of 
Republic Pipe will be sent upon request. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES =n ge7 YOUNGSTOWN, OHIO, 
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FIRST CUT] 


lt TOOK only 15 
seconds for the Victor “Moly” 
Hack Saw to cut through 34" hex. 
tool steel at 100 strokes per minute with no 
solution, With a regular heavy duty blade it took 
over twice as long for the first cut. Aad on the 
second cut, “Moly” took: ‘only 20 seconds com- 
pared to over twice that time. 


Victor “Moly” Blades not only cut faster, but 
they stay sharp longer, “stand the gaff” better — 
and cost only about one-half. No wonder mechanics 
everywhere are turning to Victor “Moly” Blades. 


ie dieten Pa 


‘There ore manufacturers in your territory who 


“reduce their metal-cutting costs. Victor “Moly” 
GOLDSTEEL has a gold finish for easy identifi 
cation. Complete information, prices and discounts 











ta ee he 


Vic e heck: 
Vint thet 





‘will welcome this opportunify to substantially 


on a, grrr 








| P. M. Cowan, industrial supplies and 
| heavy hardware buyer for the Kelley-How- 


Thomson Company, Duluth, Minnesota. 





Distributor Seeking Lines 

Crichton-Paxton Company, Incor- 
porated, 64-66 Commercial Place, 
Norfolk, Virginia, is in the process 
of compiling new salesmen’s price 
books and is interested in contacting 
manufacturers of tubular steel wheel 
barrows, band saw machines and 
other mill supply items without rep- 


| resentation in the Norfolk district. 


* * * 


Demonstrate Paint on Own 
Fences 

Trimble and Lutz Supply Com- 
pany, Wheeling, West Virginia, dem- 
onstrates aluminum paint by painting 
its own fences. A sign indicates the 
date of painting to bring out the 
wearing ability of this type of 


| coating. 


| devices and allied specialties. 


* * * 


Universal Valve and Fittings 
Distributes New Line 

The Universal Valve and Fittings 
Company, Cleveland, has been ap- 
pointed by Kieley and Mueller, In- 
corporated, New York, as the latter 
company’s agent for the Cleveland 
district on its line of pressure control 
A rep- 
resentative stock of these items will 


| be carried. 


* * * 


Buford Brothers Handles Batteries 

Buford Brothers, Nashville, Ten- 
nessee, is now distributing Gould 
Storage Batteries. 
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“Vulean Superior” Tongs 
‘ were first choice in the 
: erection of the World’s 
| nls Greatest Building ... 


RES RN RO Ie oR ERAT RT 
a8 KOE 





Sah ee 


a ten e+ sen Pe a ew an » 
" ace AON a A AEE RN ON 
“ — —_oe . 














(THE miles of pipe that comprise the plumbing How many of these buildings 

and heating system in the Empire State can you name? 
Building, represent a man-sized installation job. 
For this work, Williams’ “Vulcan Superior” 
Pipe and Fittings Tongs were selected against 
all competition. And they proved one hundred 
per cent satisfactory. 





Empire State Building 
500—5Sth Avenue 
Hecksher Bldg. 
Twenty-two E 40th St. 
Lincoln Bldg. 


NO 


we 


w — 


“Vulcan Superior” is a universal service Tong 6. N. Y. Central Bldg. 
for both pipe and fitting—TWO tools in one. 7. Waldorf Astoria Hotel 
The radius of jaws and manner in which chain 8. Channin Bldg. 

is hung give extra “bites” and instant release. 9. Chrysler Bldg. 


The “V” recess in the jaws assures quick and 
positive grip on fittings. 

Seven sizes, with either flat link or cable chain, 
will handle pipe and fittings from 1/8 to 12 
inches. Fully guaranteed. Ask for literature. 


J. H. WILLIAMS & CO. 
“The Wrench People” 
75 Spring St. New York 


Tua 


SUPERIOR BUY FROM YOUR DISTIBUTOR 


WESTERN WAREHOUSE, SALES OFFICE, 


PIPE ano FITTINGS TONGS CHICAGO WORKS, BUFFALO, N. Y 
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Improved 


Pipe Toots 






Saleable 


ARMSTRONG BROS. Pipe Tools (those 
marked with the “Arm-and-Hammer”’) are 
more saleable, are profitable to dealers for: 
1. Each is an improved tool—improved in 
design and accurately made of quality ma- 
terials. Each is a balanced tool, a handier 
tool that makes work easier and faster, 
that builds business. 

2. These tools comprise the most complete 
line of pipe tools made—require no “fill- 
ins”. 

3. They are constantly advertised. 

4. They command their full price and 
sell at a full profit. 

S. They are distinguished by the Arm-and- 
Hammer Trade Mark, the mark that means 
“a quality tool” in all languages, in all 
parts of the world. 

It is frequently said among industrial dis- 
tributors, “You will never get stuck on an 
ARMSTRONG Line.” This certainly holds 
true for ARMSTRONG BROS. Pipe Tools 
which in ten years have become leaders in 
this field. 


Write for Catalog P-10 


Armstrong Bros. Tool Co. 
“The Tool Holder People’”’ 


305 N. Francisco Ave., Chicago, U.S.A 





ALLOY STEEL CHASERS 
with 
Bacxto Orr TeeTH 















\A portion of the Inter-Mountain Tractor 
|and Equipment Company force. This 
company is located in Boise, Idaho. Left 
to right are: W. E. Sivendsen, president 
and manager; H. H. Elder; H. D. Robb, 








































































































































































Also: 
Triplex Stocks, 
Heavy Duty Pipe 

D 


Vise, Pipe Vice 


vice-president and sales manager; Uncle 
| Sam’s parcel post representative, who is 
| known to everybody in Boise and who in- 
| sisted on being in the picture so that he 
| could be near Dorothy Ellis. 





| Western Iron Stores Issues 
Magazine 
The Western Iron Stores Com- 
|pany brought out, on November 1, 
| the first issue of a new house organ, 
| The Wisco Magazette. 
| This first issue, the Removal Num- 
‘ber, features the announcement of 
| Western Iron Stores’ move to new 
quarters. Inside front and back cov- 
-ers are devoted to charts and argu- 
‘ments portraying the economy to be 
found in purchasing from distribu- 
tors. 

Fifteen hundred copies of the first 

‘issue have been mailed. The Decem- 

ber issue, which will be out about 
November 15, will be a special Re- 
habilitation Number, in which space 
has been offered to industrial leaders 
connected with the National Rehab- 
ilitation campaign. 

Copies of this house organ for dis- 
tributors’ files can be secured by 
writing the Associate Editor, Mitt 
Suppvies, 520 North Michigan Ave- 
nue, Chicago. 

és * 


Weed and Company Reports 
Improvement 

E. W. Johnson, manager, mill sup- 
ply department, Weed and Company, 
Buffalo, reports an increase in size 
‘and number of mail orders and re- 
gards this as a particularly good sign 
of business improvement. Orders 
have been received from several cus- 
tomers who have been silent for a 
good many months. The company’s 
|total volume shows a steady month- 
to-month increase, which, while not 
large, indicates a healthy return to 
normal business. 
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THAT BITE THRU/ 


HACK SAWS 
BAND SAWS 


Enjoy the satisfaction and profit of 
selling “the Blade in the Plaid Box.” 


Write us for complete information. 
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HACK SAXAV 
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We who make Lenox Saws, and many of you who sell them, 
take genuine pride in “the tools in the plaid box” because— 


In actual operating costs, Lenox blades guarantee a 
saving over any other Hack Saw blades, on any job, 
under any conditions. 


Their uniformly super-strong, clean cutting teeth 
quickly bite through toughest metal. Although they 
are not lowest in price, their performance and uni- 
formity make them the best buy in the hack saw 
market today. 






i ime-sav- INDU 
For genuine time-sav pt, ryt Eq, 
ing, money-making SF . ts 
value, Lenox saws win 49% caanie ety EAI, 
? ihe 5 a apie ah ie 
out every time. BUY IT FROM THE Die TRiBUTOR : 


AMERICAN SAW & MFG. CO.. SPRINGFIELD. MASS. 
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TIME 
TESTED 


Tools Proved 


by Performance 


STANDBY 


¢ iS 1900c 
ince 'ovy 


THE OLD 










In 1899 Cleveland Files were known for 
Design, Quality of Material, Precision 
in cutting and Endurance. . . . In 1932 
they are still talked about and bought 
for the same reasons. Through all these 
31 years they have been delivering 
super-service in thousands of industrial 
plants because they have never been 
just files but have always filled the bill 
of superior production tools with 100% 
efficiency. 












Is Your 
File 


itymiec 
by Costs 


and Lack 
of Profits 


? 


Then your worries are ended for our 
business producing jobber-distributor 
plan not only appeals to dealers every- 
where who want not only to serve their 
customers best at fair costs but assure 
to the dealer that ever-necessary fair 
margin of profit he must have. 

It will pay you to inquire about this 
plan to find out how it will take your 
file business out of the convenience 
class and place it in the very desirable 
class of “repeat sales at a profit.” 
Write today for full information. 


INDUST, 
ard *Con, 
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CLEVELAND FILE 


Company 














Who says the supply business isn’t a good 
career for a woman? Ruth Tenckinck of 


the Manufacturers Supply Company, 
Grand Rapids, Michigan, takes ’phone 
orders, quotes prices, checks stock records 
to determine delivery, writes up the or- 
ders, bills them and in her spare time 
assists John De Vries, left, who does all 
of the company’s purchasing. This one 
lady office force was even heard, by our 
reporter, to carry on a lengthy telephone 
dissertation on the comparative merits of 
carbon and high-speed drills. Home life, 
it would appear, would be a dull, uninter- 
esting let-down for this young lady. 





Buford Brothers Notes 
Improvement 

Brown Buford, vice-president of 
Buford Brothers, Incorporated, 
Nashville, Tennessee, reports a de- 
cidedly improved feeling in the Nash- 
ville district which has made itself 
felt in the size and number of or- 
ders received. This improvement is 
apparent not only in Nashville proper 
but in the surrounding country. 

The company has taken advantage 
of dull times to improve the arrange- 
ment of stocks to facilitate the rapid 
filling of orders and speedy delivery. 
With the pickup in business, the sa- 
gacity of these moves has become 
more and more apparent, making pos- 
sible, as they do, greatly improved 
service to the user. 

*. ¢ 


General Machinery Head 
on Business Trip 

E. J. Simons, president, General 
Machinery Company, Spokane, 
Washington, is on a trip through 
California, Arizona, Utah and Ore- 
gon with the purpose of expanding 
the company’s distribution structure 
on Armstrong and Gemaco ice ma- 

chines, which they manufacture. 

* * * 


Better Business in Virginia 
John T. Watson, president, Swain- 
Watson Corporation, Danville, Vir- 
ginia, notes quite a perceptible im- 
provement in business in that terri- 
tory since September 15, following 


the resumption of full-time activities 
by several cotton mills, silk mills and 
knitting mills. The opening of the 
tobacco market on October 5 fea- 
tured quite an advance in prices, 
which also is having a good effect. 

This company has found that im- 
proved delivery service has enabled 
them to increase the business derived 
from their mill supply lines. 

2 2 


Wasted Sales Promotion Material 

Four pounds of incoming circulars 
from manufacturers classified by the 
merchants as “direct-mail advertis- 
ing material neither read nor saved 
for reference” were received each 
week by the typical retail hardware 
store answering this question in the 
Commerce Department’s survey of 
Hardware Distribution in the Gulf 
Southwest. 

Approximately 20 pounds of use- 
less sales promotion material (for 
distribution to consumers) “not 
usable, not requested by dealer, or 
applying to lines not handled” was 
estimated to have been received in a 
6-months period by the typical mer- 
chant answering this phase of the 
inquiry. This was usually bundles 
of circulars applying to lines of 
items not carried, and often im- 
printed with the dealer’s name, pre- 
venting salvage. More than 50 of the 
477 stores visited mentioned receiv- 
ing supplies of circulars or other 
dealer helps for lines of goods not 
carried at all. The practice of send- 
ing useless material to hardware 
retailers was reported most prevalent 
among manufacturers of paint, auto- 
mobile accessories, elecrtical appli- 
ances, and radio, with sport goods, 
stoves, washing machines, and novel- 
ties also being mentioned.—From 
Domestic Commerce for June 20. 








Part of the organization of the Industrial 
Supply Company, Salt Lake City, Utah. 
Left to right: Rudolph Orlob, president; 


Joe Oleson, vice-president; Delsa Wil- 
liams; Frank Squires; Harold Agutter; 
Lewis Squires and August Agutter. 
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uf "Buy from the Distributor’ is a 
Slogan that may need to have two 


words added to it.’’ 





























AN OPEN LETTER 


from the president of 
GOULDS PUMPS, INc. 


Seneca Falls, New York 


OU ARE vitally interested in the “Buy from the Distributor’ cam- 
paign. I am, too. You wanit it to do as near a 100% job for you as 


it possibly can. 100% is about the way I want it to work for me. 


“Consider it from the standpoint of pumps. Is it doing a 





real job for you, as far as pump sales are concerned? [I'll tell 


you how it is working as far as my pump sales are concerned. 


“You know we make pumps, ’most every kind that you can think of, or that 


any of your customers could want. And they’re gosh-darn good pumps, too. 


“On that side of the business, we haven’t anything to worry about. Our one 


question is, how best to get these pumps sold in your market... to your customers. 


“There are some cities in which we haven’t found a distributor who seemed 
able to sell all the kinds of pumps those markets buy. In such cases the distributor 
hasn’t taken off his coat and gone to work, and sold, and learned enough about 
pumps to be an expert. It costs us business, and we can’t afford to lose business any 
more than a distributor can. In places like that, there doesn’t seem to be anything 


to do except to supplement distributor distribution. 


“But in other markets there are distributors who have done just the opposite. 
They’ve taken to pumps like ducks to water, and the pump buyers have taken to 
them. The distributors have worked hard. They have made a study of pumps, but 
the extra profits that pumps carry pay for all that. 


“With our eyes on those two kinds of markets we say, ‘Buy from the Distributor 
who Sells’ is a 100% slogan . . . and we would like mighty well to hear from some 


representative distributors what they think about this subject.” 

















MILL SUPPLIES 














Use 


FAIRBANK’S 
Hand Trucks and 
avoid Truck Troubles! 






FAIRBANKS 


Hand Trucks have long 
been known for their good 
quality and long life under 


the most exacting working 


conditions. 





NOW 


they can be furnished with the 
new “Fairbanks” Industrial Type 
Rubber Tired Wheel. 


This gives the user the same good 
truck, plus a good wheel that runs 
easily and noiselessly, with mini- 
mum effort, and at the same time 
No. 500 affords protection to the finest 
floors. 





Mister Dealer, this concerns you! Everywhere hand 
trucks are in use, and the tendency, more and more, is 
to equip them with a good protective wheel. You have 
this in the “Fairbanks No. 500”! And you can sell them 
at a profit. What more is there to say on the subject? 
Catalog upon request. 





THE FAIRBANKS COMPANY 
BOSTON NEW YORK PITTSBURGH 
Distribution Everywhere 
















































E. E. Bogart, purchasing agent, Chase and 

Cooledge, Holyoke, Massachusetts. He has 

been with the firm for 40 years and has 

established a remarkable reputation for his 

extensive knowledge of the supply needs 
of paper mills. 





Why We Encourage Customers 
to Visit Our Establishment 
(Continued from page 6) 
man who handles most of the tele- 
phone orders has called with the sales- 
men at various times and has a 
personal acquaintance with a large 
percentage of our trade. This young 
man also aids in contacting the cus- 
tomers for luncheon dates referred to 
above. It goes without saying that 
for this purpose we need a man who 
not only has a pleasing personality, 
but is thoroughly familiar with the 

policies and goods of the firm. 

It will be understood, of course, 
that bringing the customer to the 
store only supplements the work of 
the salesmen. We can show the cus- 
tomer goods that a salesman cannot 
bring him. On the other hand, we 
at the store cannot know the require- 
ments of the customer as well as the 
salesman in the territory. We are 
constantly driving home to our men 
the importance of having a thorough 
knowledge of their customers’ plants. 
We want our men to be so well in- 
formed on applications for the prod- 
ucts they sell that their advice will 
be asked on matters of industrial sup- 
plies and equipment. We want them 
to conduct themselves so that custom- 
ers will think of them not as men 
who want to sell something, but as 
men who can help them buy wisely. 

* * * 

General Machinery Enlarging 

The General Machinery Company, 
Spokane, Washington, is enlarging 
on available space in its buildings by 
excavating a full basement under 
one of its warehouses. 

The company’is now distributing 
portable lighting plants manufac- 
tured by the Homelite Corporation. 
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Read this statement from another 
outstanding industrial distributor. 


“Fifty-two years ago W. S. Nott Company made a contract with 
New York Belting & Packing Co. to distribute their entire line 
of products through the Central Northwest States. This con- 
tract is still in force after this length of time and the W. S. Nott 
Company has no other thought than that of continuing along 
the same line for years to come. 





“The operation of terminal grain elevators is one of the largest 
industries in our territory. We have specialized on New York 
Belting & Packing Co.’s grain elevator, conveyor and leg 
belting to the point that approximately 95% of the grain 
elevators in the territory are equipped with your product. 
Quite a few of your belts are still in service after 43, 44 and 
45 years’ service. 


“We have always found that quality was your watch word and 
the performance of the different classes of material manufac- 
tured by you which we have sold, clearly demonstrates that you 
have lived up to this watchword through all these years.” 


W. S. NOTT COMPANY 
Minneapolis, Minn. 
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New York BELTING PACKING Co. 
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Thischartshows what happened 
to the ratings of the distrib- / 
utors after using new Donne! ley 





Mill Supply 
Distributors using 

new Donnelley 
catalogues—issued during Catalogues 
1929, 1930 and the first half 
of 1931. 
have been in use long enough 
to help produce these excep- 


tional results. 


These catalogues 





























Here is the comparison of to- 
day's ratings and the former 
ratings of distributors on our 
mailing list. 








Distributors 
which have not issued 
Catalogues 





7.3% Increased | oe 


their ratings 


46%, Decreased their ratings 


Will Your FINANCIAL 
RATING Go Up? 


® It will pay you to study the 
graphs at the top of this page, for 
they picture the financial ups and 
downs of 951 fellow distributors. 


® Can you afford to be without 
such order stimulating catalogues, 
knowing that more than 400 mill 
supply firms that have tried to 
economize by not issuing cata- 
logues have gone to lower ratings? 
® More mail orders—more tele- 
phone orders—and increases in the 
salesmen’s orders, are demanded 
now, to produce the earnings 
necessary to maintain or increase 
financial ratings. 


@ You can see that distributors 
who issued new Donnelley cata- 
logues are now showing financial 
gains over those who didn’t, at a 
ratio of more than 4 to 1. 


@ You are welcome to further particulars and sample catalogues, 
so you can see what other distributors are doing to help their 
business. 


R. R. DONNELLEY & SONS CO. 


350 East Twenty-second Street CHICAGO 


DONNELLEY CATALOGUES PAY! 











H. G. Page, left, and B. R. Cross, counter 
salesman for the Cleveland Tool and Sup- 
ply Company. Attached to the post be- 
tween them is seen the large chart issued 
by the Joint Merchandising Committee. 
This location of the chart, it would seem, 
might well be copied, for counter custom- 
ers can scarcely avoid seeing it. 





Somers, Fitler and Todd 
Adds Lines 

The Somers, Fitler and Todd 
Company, Pittsburgh, is distributing 
the Quigley line and oils and greases 
manufactured by the Keystone Lu- 
bricating Company. 

ss 


Paint, Varnish and Lacquer 
Sales Increase 

For the first time in three years, 
the total sales of paint, varnish and 
lacquer products were greater in Au- 
gust than in July. A report from 
the Bureau of the Census, based on 
figures furnished by 588 identical 
manufacturers, indicates that total 
sales for August were $16,014,028 
against $14,430,122 in July. 

Of this total, $3,851,946 constitute 
industrial sales and $6,910,892 trade 
sales in the group which were classi- 
fied. Sales of 244 establishments, 
which were unclassified, amounted to 
$5,251,190. 

a ae, 
Chicago Building Increases 

The trend of new building activity 
in the Chicago territory has shown a 
steady increase since the beginning of 
the year, according to a report from 
F. W. Dodge Corporation. With a 
very low first quarter of $40,287,100, 
the second quarter showed a 10% 
increase with a total of $44,579,700, 
and the third quarter a 3% increase 
over the second with a total of $45,- 
444,700, in contrast with the usual 
seasonal decline during this period. 

The outlook for the final quarter 
indicates an approximate total of 
$40,000,000. Of his total from $15,- 
000,000 to $18,000,000 is likely to be 


non-residential building. 
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New and Improved Industrial Products 
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Portable Electric Saw 





SIX-INCH electric saw, 


capacity in wood of 


portable 
with a cutting 
1%-inches, is being marketed by the Stan- 


ley Electric Tool Company. It is recom- 
mended for cutting light lumber, ripping 
flooring, making and opening packing 
cases, and repairing wooden freight cars. 
Equipped with an abrasive disc, it may 
be used to cut or score tile, stone, slate 
and roofing materials. 

Total weight is 14 pounds. Saw is 
powered with universal motor, available 
for 110, 150, 220 or 250 volts. Outstand- 
ing safety features are a momentary con- 
tact switch 4nd a swinging guard which 
covers the blade the instant the saw is 
disengaged from the work. Equipped 
with accurate depth and ripping gauges. 
—Stanley Electric Tool Company, New 
Britain, Connecticut. Mitt Suppiies, No- 
vember, 1932. 


Steel Tape 


9\0 ms 


NEW ssteel tape, extra sturdy and 
designed especially for highway, 
railroad and other heavy work, has been 
developed by the Lufkin Rule "Company. 
Feet only are indicated in standard 
marking with the exception that end feet 
are divided in tenths and a half railway 
gage mark is placed at 2’ 4%4” from zero. 
Graduations are etched, with black lines 
and figures. 

Tape can be supplied either with or 
without metal reel. A boxwood conver- 
sion rule, marked in tenths and hun- 
dredths on one side and inches to six- 
teenths on the other is furnished with 
each tape—The Lufkin Rule Company, 
Saginaw, Michigan. Mitt Supp.ies, No- 
vember, 1932. 





Keyway End Mill 





ie the rapid production of keyways, 
a special form of end-mill has been 
designed by the Weldon Tool Company, 
Cleveland. The “Wel-Don” has only two 
hollow-ground flutes and is recommended 
for high-speed work primarily. 

Having cutting edges at the ends as 
well as on the sides and no center hole, 
it can be fed downward like a drill as 
well as horizontally, thus entirely avoid- 
ing the usual need for preliminary drill- 








ing and for taking several successive cuts 
to gain the required keyway depth.—The 
Weldon Tool Company, Cleveland, Ohio. 
Mitt Suppties, November, 1932 


Position Finders for Welders 





ITH the increased use of welding 
in industry, the sale of improved 
position finders for the use of the welder, 


becomes possible. P and H position 
finders permit the handling of various 
shapes and sizes for products to be weld- 
ed, with little lifting or moving on the 
part of the welder. 

A recent survey by a leading welding 
specialist and consulting engineer reveals 
that an average of four man hours is 
spent in moving material up, down and 
across the shop for every man hour of 
actual welding time. 

This new apparatus is designed to in- 
crease actual welding time through sim- 
plifying the handling of materials —Har- 
nischfeger Corporation, Milwaukee, Wis- 
consin. Mitt Suppties, November, 1932. 


Protection for Mechanics’ Hands 


Men who work with such stubbornly 
adhering materials as lacquer, paint, var- 
nish, grease and oil face a serious prob- 
lem in cleaning their hands. Protection 
from such materials is afforded by the 
application of Pro-Tek, according. to an 
announcement by the DeVilbiss Company, 
the manufacturer. 

Pro-TEK is a white cream which, when 
rubbed into the skin before working, 
forms a protective film, soluble in water 
but impervious to the actions of the 
above-mentioned substances. After work- 
ing, it is only necessary to wash the hands 
under running water to remove all dirt 
and grease—The De Vilbiss Company, 
Toledo, Ohio. Mitt Suppttes, November, 
1932. 


Re-Threading Die Sets 


Fos repairing damaged threads, a new 
line of re-threading dies has just been 
placed on the market by the Greenfield 
Tap and Die Corporation. 

In appearance, this new product resem- 
bles an ordinary round die which has 
been cut in halves, the two pieces of 
which are held together by a flat spring 
on the side of the die. To use, the halves 











are pulled apart, the die slipped over the 
clean, unbruised portion of the thread, 
the ratchet stock attached, screws tight- 
ened and the die backed off over the torn 
threads. 

“Slip-On” dies are made in U.S.S. and 
S.A.E. threads, in all sizes from %-inch 
to 1%-inches. Ratchet stock is included 
in each set.—Greenfield Tap and Die Cor- 
poration, Greenfield, Massachusetts. MILL 
Suppiies, November, 1932 


Hand-ee Grinder 





A SMALL, hand grinder, designed for 
small grinding jobs in die shops, 
tool rooms, machine and pattern shops, 


has been produced by the C. Tool 
Company. Its compact construction makes 
it especially well adapted to small, hard- 
to-get-at jobs and to touching-off jobs. 

The motor develops 10,000 R.P.M. and 
is mounted in a compartment only 4%- 
inches long and 15-inches in diameter. 
It is controlled by a button which can be 
pressed as the operator grips the tool. A 
large assortment of chucks and wheels for 
use in the tool are —" —M. C. Tool 
Company, Chicago. Mutt Suppties, No- 
vember, 1932. 


Chemical Formula for Elimination of 
Corrosion 


The laboratories of D. W. Haering 
and Company have developed a chemical 
formula for controlling corrosion and 
eliminating scale and rust from _ hot 
water lines and heaters. In action, this 
product controls corrosion by attacking 
the fundamental causes. It combines di- 
rectly with oxygen, thus removing this 
element as a factor. Carbon dioxide is 
absorbed on the surface of the colloid, 
while scale-forming particles are main- 
tained as suspensoids. The product is 
marketed under the registered trade mark, 
“H-O-H.”—D. W. Haering and Company, 


Chicago. Mu Suppties, November, 1932. 
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HE wide use of bottle oilers in the 
lubrication of plain bearings in lum- 
ber, steel, iron and coke mills, textile, 
paper, cement, flour, and cotton seed oil 
mills, sugar refineries and machine shops, 
has prompted the development of a new 
model by the Lunkenheimer Company. 
Three major parts feature the con- 
struction of this oiler; the bottle with 
threaded neck, the bronze base and the 
brass feed wire. The joint between bottle 
and base is sealed by a thick cork washer. 
Dependability, ease of application, con- 
venience of refilling and cleanliness are 
claimed by the manufacturer as principal 
characteristics of this product.—The Lun- 
kenheimer Company, Cincinnati, Ohio. 
Mitt Suppries, November, 1932. 


Kron Dormant Platform Scale 





” line with the program of moderniza- 
tion and simplification of the entire 
Kron automatic scale line, the dormant 
platform type, illustrated above, has 
undergone several improvements. 

The design of the indicating mechanism 
has been changed and greatly simplified. 
Bearings have been reduced to eight in 
number, six being of the ball type. The 
sector and pinion design is such that no 
variation is possible in the mesh of the 
gearing. A device for absorbing vibra- 
tion in the installation makes for easier 
and more accurate readings. 


New and Improved Industrial Products 











The dial head is completely sealed and 
made to swivel full 360 degrees, thus 
allowing readings to be made from any 
position. General improvements in the 
platform scales include the elimination of 
intermediate levers and the substitution 
of a new type of knife edge on the over- 
head lever systems.—The Kron Company, 
Bridgeport, Connecticut. Mitt Supp.ies, 
November, 1932. 


Toledo Variation Auto-Gage 





NCANNY accuracy in the measure- 

ment and indication of increase or 
loss in the physical properties of any 
material is claimed for the Toledo Vari- 
ation Auto-Gage by its manufacturers. 

Among its indicated applications are: 
the determination of increases or losses 
in elasticity, specific gravity or moisture; 
indication of the percentage of volatiles 
which can be driven out of the material 
in question and the counting of small 
pieces. 

The Auto-Gage can be furnished with 
calibrations in per cent, elasticity, specific 
gravity, pounds or ounces. It is made in 
two sizes: for samples from two ounces 
to three pounds and for samples from 
four ounces to six pounds.—Toledo Pre- 


cision Devices, Incorporated, Toledo, 
Ohio. Mut Suppties, November, 1932. 
Floor Sander 





, aenureen ss over the old eight- 
in the matter of power 
unit and method of driving, feature the 


inch model, 


Type F-86 floor sander manufactured by 





the Porter-Cable-Hutchinson Corporation. 

A re-design of the frame and bearing 
mounting has made possible the substitu- 
tion of a 1% horsepower motor for a 
1 horsepower motor. This new carriage, 
while satisfactorily housing the larger 
power unit, extends only %-inch outside 
of the edge of the drum, thus making 
possible the sanding of floors right up to 
the edge of the quarter-round. 

Safety to the operator, furniture and 
woodwork is assured through a cast 
aluminum guard covering the fan, drive 
pulleys and belts. The vacuum dust 
removal system has been improved by 
refinements in drive and pulley construc- 
tion.— Porter-Cable-Hutchinson Corpora- 
tion, Syracuse, New York. Mitt Supp ies, 
November, 1932. 


Elevator Bucket 


REINFORCED 
CORNERS 


STRONG, MADE OF HEAVY BACK 





FRONT _ 
REINFORCING AROUND 
TO REDUCE DIGGING STRAINS RIBS ENOS 


MIDDLE OF LIP RAISED 


NEW heavy-duty elevator bucket, 

designed to withstand the severe 
service encountered in the handling of 
ores, stone, sand and gravel, and fertilizer 
materials, has been developed by Link- 
Belt. 

To be known as Style AAP, the new 
bucket is made in all popular sizes. Prin- 
cipal among its features are: heavy back, 
heavy lip, reinforced corners, front rein- 
forcing ribs, reinforcing bead around 
ends, raised lip in middle to reduce dig- 
ging strains and complete construction of 
a new, long-wearing metal, Promal.— 
Link-Belt Company, Indianapolis, Indt- 
ana. Mitt Suppiies, November, 1932. 


Core Solder 





BR USYPLUID. a new acid core solder, 
has been announced by the Ruby 
Chemical Company. It is made by com- 
bining virgin metal with Rubyfluid flux, 
a product manufactured by this company 
for many years. Smooth flow and strong, 
clean joints are claimed by the manufac- 
turer as this product’s outstanding char- 
acteristics—The Ruby Chemical Com- 
pany, Columbus, Ohio. Mitt Supp ies, 
November, 1932. 
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If You Were the User You'd Ask 











Users Find Thermoid the Hose 
of Lasting Satisfaction 


ETE You'll find it the hose that builds 
mi eS | lasting business. Specially built 


for its special purpose—Thermoid 
Moulded Air, Water and Spray 
Hose offers the user a long life 
of economical trouble-free service. 





Thermoid also makes a complete 
line of wrapped hose for air, 
water, steam and suction use. 
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BELTING 












to See 
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High Speed 





SQUARE EDGE 





BELT 


The amber belt with the black edges would 
quickly attract your eye. Its added flexibility 
and freedom from slippage would interest 
you from a practical production standpoint. 
As a user you'd buy the Thermoid High 
Speed Square Edge Belt because of its 
effect on your profits. As a supplier you 
should sell it for the same reason! 


The coupon below will bring you all the in- 
formation you ought to have to help you 
get all the belt business you ought to get. 
We'll send a free sample, too—if you re- 
quest it. 


THERMOID RUBBER COMPANY 


Factories and Main Offices - TRENTON, NEW JERSEY 





THERMOID RUBBER COMPANY, 
Trenton, N. J. 


Gentlemen: 
Please send us further information on the 


Thermoid High Speed Square Edge Belt. 
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Compensated Rubber Belt 
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A NEW rubber belt, the principal fea- 
ture of which is its ability to develop 
its rated horsepower at a very low ten- 
sion, has been developed by the Manhattan 
Rubber Company. 

According to the manufacturer, tests of 
this new “compensated” belt have devel- 
oped the following characteristics: spe- 
cially-treated pulley surface develops two 
times the coefficient of function claimed 
for standard belts; the belt is compen- 
sated to operate successfully on small 
pulleys; the common trouble of ruptured 
outside plies has been eliminated; the ten- 
dency for fasteners to work loose has 
been eliminated by equalizing the tension 
of the outside duck ply with that of the 
inside duck ply; overload of 100% over 
rated horsepower produced only 2.75% 
slip and creep. The Manhattan Rubber 
Company, Passaic, New Jersey. Muir 
Suppiies, November, 1932. 
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Quigley Refractory 





AST-REFRACT, a new type of re- 
fractory, can be cast or molded, on 
the job, in any desired shape or form. 
According to the manufacturer, it air-sets 
quickly with high structural strength and 
can be put under full heat within 24 
hours. The product is shipped dry and 





New and Improved Industrial Products 











mixed with water on the job to bring it 
to a stiff mortar consistency. It is then 
handled much like a concrete mixture. 

This refractory is especially adapted 
for casting special shapes, boiler furnace 
and coke-oven door linings, and for other 
more or less intricate refractory construc- 
tion. It produces a monolithic structure 
that is air and gas tight, free from 
shrinkage, highly resistant to spalling, 
with excellent refractory properties up to 
its temperature limit of 2600°-2800°. 
Quigley Company, Incorporated, New 
York, New York. Mut Suppuies, No- 
vember, 1932 


Simplified Cutting Torch 














ITH economical cutting for the in- 

dustrial user in mind, welding engi- 
neers of the Smith Welding Equipment 
Corporation have designed a new cutting 
torch in which customary apparatus, such 
as levers for the cutting oxygen and 
adjustable unions to change the position 
of the assembly in the handle, have been 
replaced by valves of the greatest sim- 
plicity. 

The cutting oxygen valve is a simply- 
designed, triple thread, screw valve with 
knurled thumb wheel as shown. Double 
seats and all other parts, not absolutely 
necessary to operation have been elimi- 
nated. Smith Welding Equipment Corpo- 
ration, Minneapolis, Minnesota. Muir 
Suppiies, November, 1932. 


Inside Micrometer Caliper 





HE new Starrett No. 700 inside mi- 
crometer caliper is designed to meas- 
ure directly and accurately the dimensions 


of holes, slots or grooves which are too 
small for regular inside micrometers. All 
dimensions between .200 and l-inch are 
within the range of this micrometer and 
can be measured easily in thousandths of 
an inch. 

As the illustration shows, this new mi- 
crometer combines the sliding jaws of a 
slide caliper and the easy-reading thimble 
and sleeve arrangement of a micrometer 
caliper. One jaw is fixed, the other is 
attached to the sleeve and opens or closes 
as the thimble is turned. Both jaws are 
cut away to facilitate measuring in close 
quarters. 

The position of the jaws can be fixed 
and the caliper converted into a fixed 
gage by a twist of the lock nut. An addi- 
tional convenient feature is the small 
knurled extension on the thimble which 
spins easily between the thumb and finger 
and speeds up opening or closing the 
jaws. While this new instrument is dif- 
ferent in appearance from the standard 
micrometer, it is claimed to have the same 
sensitive “feel” and balance. The L. S. 
Starrett Company, Athol, Massachusetts. 
Mitt Suppiies, November, 1932. 


Purair Helmet 





[estan to protect workers from 
injurious dust, fumes, vapors, etc., 
the Sly Purair helmet features many im- 
proved characteristics. 

The helmet combines comfortable room- 
iness with light weight. It is carried by a 
sweatband and the air diflector plate, 
which rests on top of the head. It con- 
sists principally of two parts: an alum- 
inum frame and a rubber hood, which 
fits snugly over the shoulders of the oper- 
ator. The extra large vision frame is fit- 
ted with glass held firmly against a soft 
rubber gasket. Wire screening for pro- 
tection against rebounding abrasive can 
be furnished. 

This manufacturer can also furnish a 
complete blower unit for supplying fresh 
air to operators or a filter and purifier 
for use when helmet is attached to a com- 
pressed air line. The blower unit consists 
of a base, motor, V-belt drive, and a posi- 
tive pressure blower of the impeller type, 
all assembled into a compact unit. For 
ideal conditions, air fed to workmen 
should be piped from outside. The W. W. 
Sly Manufacturing Company, Cleveland, 
Ohio. Mitt Suppriies, November, 1932. 
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An offhand glance at Ed Kruger of Bur- 

hans and Black, Incorporated, would seem 

to indicate that business in Syracuse had 
definitely turned that elusive corner. 
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Possibilities in Marine Hardware 

A special survey by R. G. Dun and 
Company indicates that there is a 
growing and profitable market in the 
sale of marine hardware to the own- 
ers of small boats. 

“There are nearly 1,000,000 power 
boats,” says the report, “in use in 
various parts of the country, the orig- 
inal cost of which was around $986,- 











454,000. Of the total number of | 
boats, 214,000 are over 16 feet and | 
under 65 feet in length and are reg- | 


istered with the Bureau of Naviga- 
tion. About 300,000 of the same size 
are not required to register because 
of being on inland waterways. Out- 
board power boats now total nearly 
400,000. For all of these boats at 
least some replacements must be made 
each year to insure their safe opera- 
tion. 

“The ravages of the water and the 
constant exposure to the elements are 
none too kind to boat equipment, no 
matter how sturdy of construction it 
may be. This makes each owner a 
potential purchaser of some of the 50 
common marine hardware needs such 
as anchors, batteries, chains, clocks, 
compasses, fire extinguishers, fog 
horns, gasoline cans, lights, motor 
covers, mufflers, paints, oil cans, 
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Some Questions for the 
Wholesaler 

Market data—What are the facts 
which must be known concerning the 
market to be sold? What is the 
population and how can purchasing 
ability and purchasing habits be 
more accurately gaged? 

Sales area—How far can sales 
efforts be extended economically? 
Should a sales area be fixed for an 
entire business, or should different 














pumps, rope, tools and spark plugs.” | 
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BRISTO Screws 


Your customers lose money in time and labor 
when they use cap and set screws with ordi- 
nary sockets which, round out, break and spread 
—leaving screws jammed in holes. Tell them 
about Bristo Screws, with the unique socket 
head which severe abuse will not damage. 


Show how the Bristo wrench fits into the 
dovetailing flutes of the Bristo screw socket, 
and guides the power applied around in the direction the screw turns, 
instead of against the sides of the screw. This gear-like BrisTo action 
gets interest, and sells. You can use it to build a permanent cap and set 
screw business. 

Besides saving trouble, Bristo Cap and Set Screws wear longer, handle 
faster and look neater. Also, the design of the socket discourages tam- 
pering, although a flat bar can be used to turn the screw. 

With all their advantages, Bristo Screws cost no more. Extra small 
standard sizes under 4 inch, too, are available. Write for samples 
and our attractive proposition. 
We would like to have you see 
Bristol’s Steel Belt Lacing, too. 
It is easier to apply and holds 
like a bull dog. 






BRISTO Wrench 
and Safety Set Screw 


THE BRISTOL COMPANY, WATERBURY, CONNECTICUT 
Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis, San Francisco 


TRADE MARK 


BRISTO 


- U.S. PAT. OFF. 


Hollow Safety Socket Head 
SET SCREWS CAP SCREWS 
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You Can Sell te 


Production Market.too, 


ELECTRIC 
TOOLS.. 


UKP Screw Driver 
for driving screws 
to any pre-deter- 
mined tension. 


URA %” Drill. 
UCH Nut Setter 

with the famous Full a= bearing 
THOR KICK-OUT construction. 
Attachment. 


U60 Grinder. A 
powerful productior 


ing feature, machine, 


THOR Universal Electric Tools offer the Distributor a REAL opportunity to get 
his share of the big production shop business. Every plant that uses Electric Tools 
in quantities knows THOR because they are standard in thousands of such shops 
throughout the country. These shop officials know that THOR TOOLS are designed 
and built to withstand constant, severe service and their performance and reputation 
provide the Distributor with a powerful sales stimulant. 


Another advantage is the completeness of the THOR Line. It is the ‘most extensive 
line of Drills, Screw Drivers, Nut Setters and Tappers available. No matter what the 
job may be, the Distributor can always recommend the proper tool. This eliminates 
substituting unsatisfactory makeshifts and eventually losing not only the order but 
the customers’ confidence. 


For Screw and Nut Driving, THOR is a pioneer and offers you attachments and 
sizes not obtainable elsewhere. And, in the era, into which we are entering, Power 
Screw Driving and Nut Setting will be tremendously popu‘ar because of the many 
advantages and savings this method makes possible. 


The Distributor who handles THOR Electric Tools will also be able to compete suc- 
cessfully for business in the maintenance tool market because of the popular prices 
in effect. THOR Quality plus popular prices is a hard combination to beat. 

Let us send you full details of our Distributors’ proposition, together with a copy of 
our new Jobbers’ Catalog, No. 26. This will incur no obligation. 


INDEPENDENT PNEUMATIC TOOL CO. 
604 West Jackson Boulevard, Chicago, Illinois 











areas be assigned to different com- 
modities ? 

Order analysis—What is the mini- 
mum profitable order that can be 
filled? What portion of the business 
is being done in unprofitable orders? 
How best can this proportion be 
stimulated or eliminated ? 

Inventory control—How determine 
the quantity of a commodity to be 
stocked? What can be done to deter- 
mine the most profitable rate of turn- 
over? 

Credit—What precautions are pos- 
sible in guarding against losses from 
bad debts? What is the experience 
in particular trades? In particular 
territories ? 

Cost allocation (wholesalers)— 
How can the profitability of an item 
be determined? How can the costs 
of handling it be determined? 

Market potentials — How deter- 
mine the real capacity of a particular 
territory for a particular product? 

Competition demands that the 
wholesaler answer the foregoing 


| questions as correctly as possible, if 


he is to stay in business.—Practical 
Aid to the Independent Merchant, 
The Bureau of Foreign and Domes- 
tic Commerce of the U. S. Depart- 
ment of Commerce. 


* * * 


If I Were an Industrial 
Supply Salesman 


A manufacturer tells how he would 
operate if he were out on 
the firing line 
By H. C. LIMBACH 
Director of Sales, Fredericksen Company 
Saginaw, Michigan 
N selling industrial supplies, I 
would first organize myself on 
an efficient basis, keeping in 
mind that effort requires time and 
time is an important factor in sales 
work, 

First of all, a grouping of lines 
would be necessary, such as power 
transmission equipment; pipe and 
fittings ; safety appliances ; tools, both 
permanent and perishable; mainten- 
ance supplies, both building material 
and machine repairs; builders hard- 
ware; paint; general hardware; and 
miscellaneous items such as bolts and 
nuts. 


Exclusive lines would be kept sep- 
arate from those recognized as open. 
Lines that carry protection would be 
given preference and these in ac- 
cordance to their profit rating, which 
rating would have to take into con- 
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The Link Belt Supply Company, Minne- 
apolis, by abandoning its downtown 
office and warehouse and consolidating 
everything in the remodelled building at 
200 Lyndale Avenue, North, has been 
able to effect substantial economies with- 
out in any way cutting down on the service 
to its customers. 





sideration volume, turnover, cost of 
handling, margin of profit, and the 
cooperation and service furnished by 
the manufacturer. I would endeavor 
to justify this cooperation on the part 
of the manufacturer by putting into 
effect any assistance that he might 
furnish and following through to 
its logical conclusion any program 
launched. Definitely arranged sales 
promotion campaigns would be most 
welcome. 

I would endeavor to acquire a com- 
plete working knowledge of my lines 
and an interpretation of the manufac- 
turer’s merchandising policy, making 
myself familiar with the manufacture 
of the product including materials, 
processes, and workmanship that en- 
ter into them, as well as their uses, 
applications, and care required, and 
last but not least, comparisons of 
performance against competing arti- 


cles. A fair knowledge of my compe- | 
tition also could be used to advantage. | 


While preference should not be 
given any particular item, sooner or 
later it always asserts itself. For this 


reason, in selling a general line of | 
supplies, a majority of them exact | 


duplicates—so far as quality goes— 
of what all competing houses carry, I 
would find myself in reverse against 
the old saying, “Look after the little 


things and the big ones will take care | 


of themselves.” I take this stand be- 
cause ordinary staple items are often 
bought on a price basis and the 
chance of obtaining my share of this 


business would be a great deal better | 


if I built up my customer’s confidence 
by effecting operating economies in 
his plant through selling him those 
of my major and exclusive items that 
he had occasion to buy. 

I would list my accounts on con- 


venient cards of a size and quality | 





YALE & TOWNE HOISTS 





| 
| ...+Famous For 34 of a Century 
| 
| 


| To Our Friends... 
THE SALESMEN: 


v= are in an unusual position to crack pag the 
growing market for chain hoists, for when oe offer your 
customer Yale,he is buying the values that only Yale provides: 


75 years of famous products. 


The oldest and largest manufacturer of chain hoists 
and allied equipment. 


The leaders in every forward movement. 


The last word in speed, power, safety and general 
efficiency. 


Confidence-building sales and service through the 
nation-wide facilities of the country's leading 
supply houses. 




















YALE Screw Geared YALE . Ball Bearing YALE Differential 
Chain Hoist. Spur Geared Chain. Chain Hoist. 
| Y% ton to 5 tons Hoist 14 ton to 20 \% ton to 2 tons 
| capacity. tons capacity. capacity. 


|| THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U. S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain 


Hoists, Electric Hoists and Trolleys 
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AKE graphite forms a 
protective layer prevent- 
ing metallic contact. This 
is the basic reason for the long 
wear and freedom from trouble 


when bearings are lubricated 
with DIXON’S Graphite Grease. 


By keeping bearings supplied 
with this lubricant, their life is 
extended indefinitely, adjust- 
ments being necessary only after 
long periods of service. A graph- 
ite-polished bearing surface re- 
duces friction to a minimum. 


DIXON supplies Graphite Cup 
Grease in six degrees of hard- 
ness. Tell us the conditions and 
we'll advise which DIXON Prod- 
uct to use for better service. 


Motors Compressors 
Stokers Machine Tools 
Line Shafts Conveyors 
Pumps Fans 

Engines 





Joseph Dixon Crucible Company 


Jersey City 
104 YEARS OF 


t 


op New Jersey 
na: DIXON SERVICE 











that would permit easy handling and 
reference, showing the parties needed 
to be contacted on the merchandise 
bought ; the principal items purchased 
together with the quantities ; how of- 
ten it is advisable to call; visiting 
hours ; vacation periods ; credit infor- 
mation ; discounts; whether the buy- 
ers are adverse to factory men calling 
with me; if there are any objections 
to my contacting with the personnel 
in other departments such as engi- 
neering and maintenance; informa- 
tion concerning shipping instructions, 


| including delivery hours and any par- 


ticular preference they might have 
for transportation companies; and 
any other information of a perman- 
ent nature. On the reverse side of 
the card, I would keep a record of 
sample material furnished for test 
or comparison; trial orders; prices 
quoted; catalogs and literature fur- 
nished ; calls made with factory men; 
and other data that I might have oc- 
casion to refer to from time to time. 

As to actual selling effort, accepted 
principles would be adhered to. I 
would try to be myself at all times, 
paying particular attention to my per- 
sonal appearance, Last but not least, 
in all my dealings I would insist on 
fairness to all concerned. 

I would prepare my schedule of 
calls as far in advance as possible, 
making appointments when neces- 
sary, and always keeping my office 
advised as to where I could be reached 
by either telephone or wire. Inter- 
views would be strictly on a business 
basis. I would keep foremost in 
mind the following facts: 1. Buyers 
have but a limited time to consider 
the average proposition; 2. I have 
other calis to make; 3. Most likely 
there are other salesmen in the lobby 
waiting their turns and it’s not fair 
to keep them waiting unnecessarily. 

















| The Petter Blue Book, new 640-page cata- 


| log, issued by the Henry A. Petter Supply 





Company, Paducah, Kentucky. 
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ALES eannot be counted 
by smoke stacks. but 
you ean figure that 

there is an engine, a pump 

or some machinery requir- 
ing PACKING in almost 
every industrial plant. Re- 
member as idle pumps. 
engines and other machin- 
ery are put into use with 
rising industrial activity 
that they must be re- 
packed. Replace it with 
Belmont Packing. 











is our firm conviction 
that this is the time to 
start making profits 
with the Belmont Line. 
Belmont’s 100% Distribu- 
tor Plan eliminates the 
waste and profitless effort 
of “hit and miss selling.” 
This plan points out te you 


and your salesmen WHERE 
and HOW packing is used 
in industry and in addition 
provides definite recom- 
mendations of the type of 
packing to be sold for each 
type of service. 

We urge you to write to- 
day for particulars. 


There is a Belmont Packing for Every Service 
Belmont Sells Exclusively Thru the Distributor 

















THE BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS 


PHILADELPHIA, PENNSYLVANIA 
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DEPENDABLE? 


When the Distributor Selis a DART Union 
He Is Sure That He Can Depend Upon DART 
Quality to Give Satisfaction to His Customer 


Dart Quality Assures 


DOUBLE WEAR 
DOUBLE SAVING 
DOUBLE EFFICIENCY 
The DART Bronze to Bronze principle 
is Two Bronze Seats properly ground 
to a perfect ball joint in combination 
with high grade malleable iron pipe 


ends and nut which assures longer and 
better service. 


TEES - UNIONS-ELLS 


Screwed - Flanged 





E. M. DART MFG. CO. 
PROVIDENCE, R. I. 





SELL 


DART U 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 





Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 














To Distributor Executives: 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 
contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 .N. Michigan Ave., Chicago, Ill. 











How We Get Results from 
Direct-Mail Campaigns 
(Continued from page 11) 
for three years. We have never 
placed an order, because there is 
very little sale for this particular 
item in our territory. From his let- 
ters, it is obvious that he knows 
nothing about the conditions with 
which we are faced. They might be 
logical and convincing sales messages 
to distributors in certain industrial 
centers but not here. Consequently 
his letters only serve to remind us 
that we have nothing in common. 

Letters that get results are brief. 
It is enough that a letter creates 
interest and paves the way for the 
salesman’s talk which must follow. 
Resultful letters are original. One 
letter on endless belt which proved 
profitable was made up from a strip 
of paper pasted together in the form 
of an endless belt. 

We work for a humorous touch in 
our letters that ties up with the prod- 
uct we are talking about, for it is 
our firm belief that a good letter will 
leave the customer chuckling and 
with a desire to hear more about the 
product. Always, we assume that the 
reader of our letter is busy and not 
particularly interested in our product 
when he reads his mail, and particu- 
larly that he will not be anxious to 
read a long letter on the subject. If 
this were not true, he would request 
that a salesman call and give him 
full details without waiting for a 
letter from us. 

We never send direct-mail matter 
to firms unless we can follow it up 
with a personal call, which means 
that our mail is sent within a radius 
of 200 miles. 

In summing up, I would say that 
success in direct-mail work comes 
from using a verified list, writing to 
persons who are logical prospects for 
the product, and being brief, friendly, 
and cheery. 

 & * 


New Officers at Industrial 
Supply 

H R. Ireland, III, has been se- 
lected by the directors of the Indus- 
trial Supply Company, Terre Haute, 
Indiana, to fill the vacancy created by 
the untimely death, this month, of his 
father, H. R. Ireland, II. 

John B. Scofield has been ap- 
pointed general manager of the con- 
cern, thus dividing the duties for- 
merly held jointly by Mr. Ireland. 
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Harry Fritz, sales manager, William S. 
Roe Company, Newark, New Jersey. The 
new location of this firm at 165 Mulberry 
Street, has proven far more convenient 
than the old, from which a move was ne- 
cessitated by the construction of a new 
super-highway. 


We're ese beatin for 
Better Ways of Doing It 
(Continued from page 16) 
paper accomplished its purpose, and 
as a result we have fewer cars turned 
down by the shippers while the sales- 

man has a new outlet for paper. 

A similar case is that of the in- 
troduction of oil-spot protectors in 
cars for flour and cereal loading. In 
this instance the salesman went to a 
manufacturer of car cement. He 
sold him on the idea of developing 





a cement substance to form a pro- | 


tective coating for warehouses or car 


floors, or wherever oil spots had to | 
be removed. They worked out a | 
formula together and experimented | 


until a satisfactory compound was 
developed with the result that we are 


now spraying several thousand gal- 


lons a year of this new cement sub- 


stance in cars to be used for flour | 


and cereal loading. This is cheaper 
than washing or scrubbing and far 
more effective. It has been gratify- 
ing both to shipper and carrier. 
These and a multitude of other 
improvements and deviations from 
routine selling on the part of dis- 
tributors are eloquent testimony of 
an effort to keep pace with direct 
selling. It is my belief that these 
services do not meet the competition 
of manufacturers who sell direct; 
they make competition for them. 


F our appreciation will show in intensified — to build up aa 
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WHO 
wants to 


sell Hollow 


Screws at 
give-away Prices? 
—not Allen Jobbers! 


ALLEN stands for sustained quality and improved 
quality — at a price which permits it in fact, not in talk. 

In support of this policy, in the past two months our 
Jobbers have given a vote of approval without precedent in 
percentage of sales-increase. You have said it with ORDERS:— 























hollow screw market profitably for you. “ 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. U.$.A. 
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ALL PLANTS 


are Looking for Ways to Cut Costs 


—and one sure way to cut 
costs and put in a decided 
improvement besides, is to 
eliminate the slow, expensive 
work of filing saws by hand. 
Anrual savings of $200 to 
$600 and up are being made 
by filing saws with this auto- 
matic, precision machine, the 


FOLEY sii 
SAW FILER 


One Machine Files All 
Kinds of Saws 


It files and joints all teeth exactly 
alike, automatically—of band saws, 
cross-cut circular saws—all hand 
saws. 

30-Day Free Trial proves its 
value—increases sales. Write for 
complete information and discounts 
to industrial distributors. 


FOLEY MANUFACTURING COMPANY 


Minneapolis, Minn. 


46 Main St. N. E. 














Foley-filed 
Circular Saws 
stay round! 











for 


Resale Only 





step up your sales and increase your 
profits—with the complete Linear Line. 
Write today and ask about our modern 
distributor policy, which guarantees you 
freedom from competition from source 
of supply, permits you to market Linear 
Products under your own brand name, 
allows you a splendid margin of profit 
and helps you in 
many other 


Serve your customers perfectly on ALL 
their packing requirements, while you 




























A. B. Lendved, recently appointed vice- 
president and mill supply department 
manager of the Northern Hardware and 
Supply Company, Menominee, Michigan. 





We Aim to Make Every 
Sale Lead to Another 


(Continued from page 9) 


| problems for handling large logs, 





overhead trolleys are used. Items 
which can be sold along with a trolley 
installation include plow steel cable, 
tongs, pulleys and guy wires. 

Disposing of slabs and refuse from 
saws also presents a handling prob- 
lem which has been answered in 
this planing mill we are discussing 
through the use of an efficient, in- 
expensive conveyor made of long 
lengths of chain with cross bars. 

A steam winch is also indispen- 
sable in a saw mill for handling huge 
logs. In addition to selling the winch, 
we were able to secure business on 


| such associated items as_ packing, 


| cable, gaskets and fittings. 


In keeping with our belief that 


| every sale should lead to another, we 


' portion of it. 


followed through on the sale of a 
trimming saw and secured additional 
business for shafting, set collars and 
couplings. 

Keeping in close contact with all 
the buying factors in a plant and 
endeavoring always to serve your 
customer’s best interests are two 
fool-proof sales rules which we aim 
to apply and they have been impor- 
tant aids in enabling us to get our 
full share of the available business 
from customers, rather than just a 
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Interpreting 


An Editorial Achievement 


LECTRICAL WHOLESALING has received, with a real sense 
- of appreciation, the bronze medal awarded by the Associated 

Business Papers, Inc., for outstanding editorial service to its 
industry. 


The editors of Electrical Wholesaling have developed a pro- 
gram which has had as its objective a better understanding of the 
important function in distribution performed by the wholesaler in 
the electrical industry. The award emphasizes the success which the 
publication has had in making those objectives clear, and in winning 
industry acceptance for the specific plan under which Electrical 
Wholesaling has sought to make this vital part of the distribution 
machine function to the best advantage of manufacturer, trade, 
and the public. 


It is particularly gratifying to the entire organization of Elec- 
trical Wholesaling to know that the work of the editors has been 
recognized with this notable award, and it is also gratifying to 
realize that their program is making it possible for distribution in 
the electrical industry to be carried on with constantly increasing 
effectiveness and economy. 


Electrical Wholesaling 


ESTABLISHED 1920 


Member Associated Business Papers, Inc. 


Member Audit Bureau of Circulations 
520 N. Michigan Ave., Chicago 
cfOW@No 


PUBLISHED BY 


ELECTRICAL TRADE PUBLISHING CO. 


Also Publishers of MILL SUPPLIES and ELECTRICAL CONTRACTING 






























Manufacturers [ell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 























































Keystone Rebuilds After Fire 

On October third the Keystone 
Lubricating Company’s plant at 21st, 
Clearfield and Lippincott Streets, in 
Philadelphia, was burned to the 
ground and two days later the con- 
tract was signed to rebuild in the 
same site and on the same foun- 
dations. 

Mr. H. A. Buzby, the president of 
Keystone Lubricating Company, when 
interviewed said that this new build- 
ing and equipment would bring to 
their plant all the newest machinery 
and methods which would result in 
greater efficiency and even higher 
quality of products than ever before. 

Operations will start at once for 
rebuilding the plant. The work is 
planned in such a way that the plant 
will be operating while the adminis- 
trative portions of the structure are 
still unfinished. During construction 
the temporary offices of the Company 
are across the street in the building 
of Steel Heddle Manufacturing Com- 
pany, 21st and Allegheny Avenue. 

“We expect to be in production in 
six to eight weeks,” said Mr. Buzby, 
“and we are being impressed with 
the wisdom of our new policy of dis- 
tribution through supply houses be- 
cause in this relatively short period 
of reconstruction our customers 
should not suffer a shortage of lubri- 
cants or need to resort to a substitute. 
The supply houses have an ample 
stock, which should take care of cus- 
tomers’ needs without interruption. 

* * * 

Youngstown Sheet and Tube 
Appoints New Sales Manager 
H. Longfield, formerly 
vice president and sales manager of 
the Lamson and Sessions Company 
of Cleveland, assumed his new posi- 
tion as general sales manager of the 
Youngstown Sheet and Tube Com- 
pany, Youngstown, Ohio, on Octo- 
ber 10. Mr. Longfield, who has been 
identified with the bolt and nut in- 
dustry in Cleveland for over 19 
years, first became connected with 
the industry as a salesman for the 


Charles 


58 


Kirk-Latty Company, and later 
served as its sales manager. When 
that company was merged with the 
Lamson and Sessions Company in 
1926, he became sales manager and 
later was elected a vice president. 
x ok x 
New Lamson and Sessions 
Sales Manager 

I. L. Jennings has been appointed 
director of sales of the Lamson and 
Sessions Company, Cleveland, to fill 
the vacancy created by the recent 
resignation of C. H. Longfield. Mr. 
Jennings has assumed the new posi- 
tion in addition to his present duties 
as vice-president. 





A. L. Freedlander 


Freedlander of Dayton Rubber 
Graf Zeppelin Passenger 

A. L. Freedlander, vice-president 
and factory manager of The Dayton 
Rubber Manufacturing Company, 
Dayton, Ohio, will ride the Graf Zep- 
pelin from South America to Ger- 
many when this famous airship makes 
its fourth trip from Parnambuco, 
Brazil, on October 29. , 


Mr. Freedlander left the Dayton 
plant for South America where he is 
investigating the possibilities and the 
development of rubber plantations in 
the Latin American countries. 

In Europe Mr. Freedlander will 
confer with leading automotive en- 
gineers in regard to recent develop- 
ments in the manufacture of Dayton 
Cog-Belt Drives and other products. 


* * * 


J. J. Gilmore Leaves American 
Steel and Wire 


J. J. Gilmore who has been con- 
nected with the sales department of 
the American Steel and Wire Com- 
pany, Birmingham, Alabama, for 40 
years, has retired as its sales man- 
ager. Frank Marmion has been ap- 
pointed to succeed Mr. Gilmore. 


* * * 


Harry O’Brien Succeeds 
Joseph R. Bates 

Harry C. O’Brien who has been 
assistant manager of sales since last 
February, was named manager of 
sales of the Pittsburgh district sales 
office of the American Sheet and Tin 
Plate Company, succeeding the late 
Joseph R. Bates. Mr. O’Brien has 
been in the sales department since 
1907 and has been with the company 
for 28 years. 

.** * 


A. M. Barrett Again Heads 
Barrett-Cravens Company 

A. M. Barrett, for many years 
prominent in the Materials Handling 
Industry, again assumes complete 
control of the Barrett-Cravens Com- 
pany, nationally known manufactur- 
ers of lift-trucks, skids, portable ele- 
vators and structural steel storage 
racks. The company moved into its 
own three story plant at 3255 West 
30th Street, Chicago, where 75,000 
square feet of space will be available. 
Mr. Barrett in a recent interview ex- 
pressed himself well pleased with the 
general outlook and predicts a slow 
but steady increase of general busi- 
ness for several years to come. 
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P. C. Ripley, recently appointed general 
sales manager of the Kester Solder Com- 
pany, Chicago. 


Leather Belt Manufacturers 
Meet 


A special meeting of all manufac- 


turers of leather belting, including | 


non-members as well as members of 
the American Leather Belting Asso- 
ciation, was held on Tuesday, Octo- 
ber 18, at the Hotel Pennsylvania in 
New York. 

The meeting was called by Edward 
H. Ball, president of the association, 
for the purpose of discussing prevail- 
ing conditions in the industry and 
entertaining suggestions for their im- 
provement. 

oe © « 


New Distributors for 
Armstrong-Blum 


The last two months have seen the | 


acquisition of three new distributors 
by the Armstrong-Blum Manufactur- 
ing Company, Chicago manufacturers 
of high-speed steel hack saw blades. 
The distributors are The Ross-Wil- 
loughby Company, Columbus, Ohio; 
Shadbolt and Boyd Company, Mil- 
waukee, and St. Louis Machinists 
Supply Company, St. Louis. 
x * 


Republic Steel Appoints New 
Sales Representative 
J. E. McFate, formerly associated 
with Jones and Laughlin Steel Cor- 
poration, has been appointed a sales 


representative of the Republic Steel | 


Corporation, Youngstown, Ohio. Mr. 
McFate will cover New England 
with headquarters in Boston. 













TRIMO 


means business 


" —_ 














RIMO pipe wrenches are getting their 
share of the wrench business. The in- 
creasing insistence upon all-steel construc- 
tion plus Trimo’s newly increased strength 
are making this wrench the first choice 
in every size — for every industrial need. 


ALL @) PIPE 
steet | RRIMO weence 
Made for nearly half a century by 
Trimont Mfg. Co., Roxbury (Boston), Mass. 
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There’s Remarkable 
POWER 


THE NEW BADGER 
Car Mover 


+ ome why you see it 
so widely used on rail- 
road sidings everywhere. 
That's why New Badger 
distributors find it one of 
their most consistent sell- 
ers. That's why you will 


have unusual sales and 
profit opportunities with it. 
We invite 


you to write 
for complete 
information, 
including our 
attractive 
distributor 
terms. We'll 
tell you, too, 
about the 
New Badg- 
er's great 
running 
mate— 















THE ADVANCE 
Safety Car Wrench 


Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co., Welland, Ontario, Canada 











Lincoln Electric Appoints New 
| District Manager 

Appointment of Fred C. Archer 
| as manager of the Philadelphia dis- 
trict is announced by The Lincoln 
Electric Company, Cleveland. 

Previous to his joining the Lincoln 
staff, Archer was president of The 
Fred C. Archer Company, which he 
organized in 1925. Before going 
into business for himself, he was | 
employed by the Kelly-Springfield | 
| Company and the White Motor | 
| Company. | 

The Philadelphia office of The | 
Lincoln Electric Company, located | 
at 401 North Broad Street, main- | 
tains a sales and service organization 
for all Lincoln products including 
“Shield Arc” welders, welding sup- 
plies and “Linc-Weld” motors. 











John T. Potts, Salt Lake City representa- 

tive of the Hewitt-Gutta-Percha Company 

and president of the Galigher Company, 
Salt Lake distributors. 








C. L. Bardo Director 
Allis-Chalmers 

C. L. Bardo, president, New York 
Shipbuilding Company, has_ been 
elected a director of the Allis-Chal- 
mers Manufacturing Company to fill 
a vacancy. | 
* * x | 








Cotton-Duck Manufacturers 
Agree to Simplification 

All of the manufacturers who have 
accepted simplified practice recom- 
mendation number 27, covering cot- 
ton duck, have expressed their inten- 
tion of identifying the simplified lines 
in new catalogs and trade lists, ac- 
cording to an announcement by the 
division of simplified practice of the 
Bureau of Standards. 

This recommendation, proposed 
and developed by the industry in 
1924 and revised in 1927, has been 
| instrumental in reducing the number 
of varieties of cotton duck from 460 
| to 90, a decrease of about 80%. 











It’s 
Absolutely 
Different! 


That’s why you will 
increase sales and 
profits with ¢ « « 


The 
CHILTON 


DUO-SAFETY 
LADDER 


Here are a few reasons why the 
Chilton Duo-Safety Ladder is at- 
tracting wide-spread interest among 
distributors: 

It can be used either as a safety 
step ladder or extension ladder. 

It is made in 14 sizes—to handle 
working heights from 8 to 52 feet. 

It fills every industrial require- 
ment, with maximum safety protec- 
tion. 

Its market is almost unlimited— 
“There's a prospect in every block.” 

The Chilton miniature demon- 
stration ladder attracts immediate 
interest among buyers. 

The distributor is given definite 
protection, and effective sales and 
advertising assistance. 

He is allowed a fine margin of 
profit—despite the fact that resale 
prices permit him to meet compe- 
tition. 

Write today for full details on 
the unusual Chilton construction 
features and for our distributor 
plan. 


This pic- 
ture shows 
TWO MEN 


Chilton 
Duo-Safety 
as a step 
ladder. 

By simple 
adjustment, 


extension 
ladder of it. 
for use 

at incon- 
venient 
heights. 


“Use a good ladder or 
stay on the ground” 


JOHN K. ARPS MFG. CO. 
Chilton, - - - - - - - Wis. 
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H. E. Graham, left, pump and compressor 
specialist of the Universal Valve and Fit- 
tings Company, Cleveland, consults with 
T. S. Ireland, district manager for Goulds 
Pumps and H. J. Lindsay, representative 


of The Vitrified Grinding Wheel 


Company. 





Cooling and Air Conditioning 
Corporation Now Sturtevant 
Subsidiary 

The Cooling and Air Conditioning 
Corporation, founded by and until re- 
cently, partly owned by the B. F. 
Sturtevant Company, is now a com- 
pletely owned Sturtevant subsidiary 
to be incorporated under the laws of 
Massachusetts. The name of the 
corporation will be changed to Stur- 
tevant Cooling and Air Conditioning 
Corporation. Headquarters will be 
at Hyde Park, Boston, Massachu- 
setts. Its principal officers are E. B. 
Freeman, president; B. S. Foss, 
treasurer, and H. R. Sewell, vice- 
president and general manager. Mr. 
Sewell has been with the Sturtevant 
Company for 17 years, the past seven 
as manager of the air conditioning 
division. 

The new company will handle pub- 
lic building and comfort work and 
also process work of the system type, 
applicable to industrials. The B. F. 
Sturtevant Company will handle, 
through the regular trade channels, 
the manufacturing and sale of the 
unit type of air conditioning product, 
such as coolers, humidifiers, and com- 


binations of both. 
* * Ok 


Electric Hoist Shipments 
Increase 

Shipments of electric hoists in Sep- 
tember were 24.99% greater than in 
August but new hoist orders de- 
creased 17.33% as compared with the 
previous month, according to a report 
from the members of the Electric 
Hoist Manufacturers Association. 
The value of September orders was 
off 31.07% compared with August. 








ATLAS §9Q er 
9-inch Screw Cutting Bench Lathe oui 





















Swing over Bed.................. 9” 
Cap. between Centers........ 18” 
Swing over Carriage 


You make your money on 
SALES. Well, people are 
BUYING this lathe while they 
are WONDERING about 


SPECIFICATIONS 


Length of Bed, 36”. Six speeds, from 47 to 
600. Cuts Right or Left hand screws from 4 
others. to 32 per inch. Automatic, reversible feeds. 


Weight less Motor, 145 lbs. Hollow Head- 
stock Spindle, 4” hole. 
EQUIPMENT INCLUDED 


Compound rest; tool post, tool post wrench; 
compound wrench; complete sets thread cut- 


A real lathe, quality built, 
quantity priced. Accurate to 
1/1000.” Guaranteed satisfac- 
tion or money back. 

Territories open to limited 
number of distributors. Write 


NOW ting gears; thread cutting chart; threading 

‘“ dial; switch; motor bracket; belts; motor pul- 

ATLAS PRESS CO. ley; face plate; 2 lathe centers; instruction 
1840 No. Pitcher St. book. 








Kalamazoo, Mich. 











You Don’t 
Haveto Dig for Prospects with 


THE NEW IMPERIAL 


Paint Spray Equipment 

On your daily calls, note the al- 
ready extensive use of paint spray 
equipment. 

How much of this equipment is 
obsolete—or nearly so? 

How many present users could 
well use additional equipment? 

How many non-users could be im- 
pressed with the advantages of in- 
stalling it? 

All around you are opportunities 
—in industrial plants, machine shops, 
woodworking shops, garages, office 








The New Imperial 


Modern, a marvel of simplicity, 
possessed of convincing sales fea- 
tures. An ideal specialty, along 


with: buildings and institutions—IF YOU 


SELL THE RIGHT LINE. 

The New Imperial is the ultimate 
in paint spray equipment, fast selling, 
profitable for distributors. Investi- 
gate today. 


The IMPERIAL BRASS MFG. CO. 


511 So. Racine Ave. Chicago, Ill. 


Imperial Welding 
and Cutting Equipment 
and 
Sette faucets. 
Ask for details about the great 
Imperial Trio. 
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Low PRICE 
On BOLTS 


without satisfactory merchandise 
and service in return, is in 
reality, a premium price. 
price is the wolf in lamb’s cloth- 
ing. 


The true quality of un article 
is in its final cost—not as you 
buy it—but after you use or han- 
dle it. 


Uniformity of the product 
shipped, time after time, and de- 
pendable deliveries are important 
factors. 


Clark Bros. Bolt Co. make the 
best it is possible to produce irre- 
spective of cost, but with 78 
years of experience, intensive re- 
search work, and latest equip- 
ment, are able to offer you their 





CLARK nosfoxt (p 


Black Ave., Milldale, Conn. 





| Frederick G. Platt Dead 


Frederick G. Platt, president of 


| the New Britain Machine Company, 


New Britain, Connecticut, for 30 
years, died on October 9, after a long 
illness, at the age of 84. 

Mr. Platt was one of the industrial 
leaders of New Britain for a num- 
ber of years and was also active in 
philanthropic work. He was born in 
Middlebury, Connecticut, and settled 
in New Britain in 1871. Early in 
his career he was identified with the 
lumber industry in New England, 
but later became connected with the 
Case Engine Company which he re- 
organized as the New Britain Ma- 





chine Company. Mr. Platt was a 
| director in a number of financial in- 


stitutions and industrial companies 


| including the Stanley Works of 
| Landers, Frary and Clark and the 
| Stanley Rule and Level Company. 


| * * x 


August Babbitt Metal 
Sales Increase 
Sales of babbitt metal for the 
| month of August amounted to 994,- 
272 pounds, as compared with 870,- 
| 571 pounds in July. This trend com- 
| pares favorably with those of 1930 
| and 1931, in both of which years 
| August sales were less than those of 


| July. 


Low | 


* * * 


New Method of Branding Shovel 
Handles 


The Ames - Baldwin - Wyoming 
| Shovel Company is now using a new 
| method to display their name or the 
| trade-mark on the handles of the 
| shovels, spades, scoops and other 
products which it makes. This meth- 
od, which consists of embossing the 
trade-mark on the handle, insures a 
permanent name on the tool long 
after the old type pasted label would 
have been worn off. The company 
| is applying for a patent on the new 
| method of labeling. 


* * * 


Paint, Varnish and Container 
Simplification Approved 

Simplified practice recommendation 
number 144-32, covering paints, var- 
nishes and containers, has been ac- 
corded the required degree of written 
approval by all elements of the 
industry and becomes effective on 
November 1, 1932, according to an 
announcement by the division of sim- 
| plified practice of the Bureau of 












Standards, Department of Commerce. 

This simplification program is the 
outgrowth of the simplified practice 
limitation of variety recommendation 
number 1, paints and varnishes, in 
which a definite maximum number of 
colors of paints and sizes of con- 
tainers were recommended. Such 


‘maxima were recognized as limita- 


tions against further diversification, 
thus furnishing a basis from which 
the present recommendation has been 
developed. 

The new schedule recommends sev- 
eral further reductions in the number 
of sizes and varieties of containers 
used in packing various kinds of 
paints and varnishes. The table pro- 
viding for a maximum number of 
shades and tints to be produced or 
stocked by any one concern remains 
unchanged. 

e 2s 


Prepared Roofing Sales Jump 

Shipments of prepared roofing dur- 
ing the month of August, expressed 
in squares, amounted to 2,836,- 
988 as compared with 1,718,323 
for the month of July, an increase 
greater in proportion than has been 
enjoyed by the industry in the last 
three years, according to a report 
issued by the Bureau of the Census 
on October 5, 

Not only is the percentage of in- 
crease high, but the total volume is 
greater than at any time since Oc- 
tober, 1930. Total shipments for the 
first eight months of 1932 amount to 
15,523,509 squares as compared with 
14,922,865 squares for a similar peri- 
od in 1931 and 18,498,872 squares in 
1930, 


* * 


New Handbook on Industrial 
Temperature and Humidity 
Control Available 

The subject of the measurement 
and control of industrial tempera- 
tures and humidity is covered in a 
recently published book, “Handbook 
of Industrial Temperature and Hu- 
midity Measurement and Control,” 
by M. F. Behar. 

The book comprises four separate 
handbooks, two chapters pertaining 
to all four handbooks and nine ap- 
pendices of which seven pertain to 
temperature and two pertain to hu- 
midity. Subjects covered include 
thermometry, pyrometry, automatic 
control of temperature and humidity 
measure and control. 
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Belting Industry Discussed 

The American Machinery belting 
industry is discussed in a report re- 
cently published by the Bureau of 
Foreign and Domestic Commerce 
covering world trade in this commod- 
ity. In 1929, the report shows, the 
total production of transmission belt- 
ing, counting belting not specified as 
to type to be transmission such as 
round leather belting, small rubber 
fan belts, etc., was estimated at $48,- 
502,000. Of the total value, leather 
belting constituted 52.9%, rubber 
36.2% and textile 10.9% 

Rubber belting appears to have 
gained in the transmission belting 
field in recent years. Of the total 
weight of all types of belting pro- 


duced in 1929, rubber belting consti- | 
tuted 63.8% against 54% of the es- | 


timated total weight in 1923, while 
leather belting dropped from 21.8 to 
20.2% of the total and textile belt- 
ing declined from 24.2% in 1923 to 
16% in 1929. 

Copies of this report entitled, “In- 
ternational Trade in Machinery Belt- 
ing,” can be obtained from the De- 
partment of Commerce for ten cents. 

* ¢ 


New Manufacturers’ Representa- 
tives in the Southwest 

R. V. Cusack, formerly with the 
Richards and Conover Hardware 
Company, Kansas City, and A, D. 
Harmon, formerly with the Simmons 
Hardware Company and the Wyeth 
Hardware and Manufacturing Com- 
pany, St. Joseph, Missouri, have or- 


ganized a new form of factory repre- | 
sentatives selling to the jobbing trade | 


in Arkansas, Oklahoma, Missouri, 
and other mid-western states. Their 
headquarters will be 206 Reliance 
3uilding, Kansas City, Missouri, 


* * * 


Mills Company Appoints Agent 

The Spickelmier Fuel and Supply 
Company, Indianapolis, has been ap- 
pointed sales representative in the 
central Indiana territory for the Mills 
Company, Cleveland, manufacturers 
of metal partitions. 


The appointment is in line with a | 


sales expansion policy recently inau- 


gurated by the Mills Company for | 


the exploitation of its new simplified 


Syncro-Fit partitioning method. The 


Spickelmier Company will also han- 
dle the complete line of Mills metal 
factory partitions, toilet partitions, 
hospital partitions and cubicles. 


A new, precision tool that grinds and finishes small 
diameter holes accurately and with excellent finish. 


Range .730” to 1.530” and up to 6” in length. 


Removes from .001” to .006” stock per minute with a 


guaranteed accuracy of .00002"; produces a perfect, full- 


bearing surface, free from high spots, free from bell-mouth. 


Typical uses: grinding hydraulic brake cylinders, small 
bushings, small parts for radio sets, valves, ice machines, 
oil distributor blocks — for die work, etc. New appli- 


cations being discovered daily. 








Perhaps some of your custom- 
ers have grinding problems that 
this machine will solve. Write 
us about them and we will be 
glad to tell you whether or not 
this Sunnen Small Hole Grinder 


7 . Write for catal d details 
will handle their work. sendmail cena 


of our attractive dealer proposition. 





SUNNEN PRODUCTS CO. - - 7912 Manchester Ave., . Louis 





hes _ "Sa ‘Yous Territory? 


How many plants formerly idle are now running? 
How many plants have increased working time? 
How many plants have put more people to work? 


There is opportunity today 
for sales of CAPITAL "RED 
CAP" Brushes and Brooms where C A Pp [ T A L 
the distributor spots the plants “u ” 
that are "coming back." This is Red Cap 
no idle statement. The records Brushes & Brooms 
of many of our distributors sub- 
stantiate it. These distributors 
are making profits with Capital 
products. Why can't you? 





Write now for all the facts 
on the comprehensive Capital 
line, and the long-established 
distributor policy that backs it. 
* 
Capital Distributors: 


Are your stocks adequate to take 
care of the growing demand in 


your territory? Better check up, 
and order what you need imme- 
diately. 


INDIANAPOLIS _.... 


BRUSH & BROOM MFG. CO. fin 


rit 
ESTABLISHED 1890 eal ae srs 
ee aes ¥ hie 
126 Brush Street, Indianapolis, Ind. 
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Square Facts Why 


Red Shield” DRILLS 
Should be Used 


























Scientific _— 
Con- 
struction breakage 
Less Mere Less cost 
grinding holes per hole 























THE STANDARD TOOL (0 


CLEVELAND 
New York: 94 Reade St. 


1905 (Strand 1932 


FLEXIBLE SHAFT 
MACHINES 
OF QUALITY AND DESIGN 








BUILT IN 
Horizontal and Vertical 
Types 
1/8 to 2 H. P. 

Tet SIXTY 
TYPES AND 
SIZES 
BUILDERS 
OF 
FLEXIBLE 
SHAFTS 


Known the world 
over for their 
Strength and 

Flexibility 





Buy the Best 
It Pays 





CASINGS 
AND 
CORES 
Scientifically 
Constructed 


Manufactured by 


N. A. STRAND & CO.) 


5001-09 No. Lincoln St., Chicago 


Chicage: 552 W. Washington Blvd 


Conveyor Belting Discussed 

Conveyor belt problems in many 
_ industries, advantages of the belt 
conveyor, details of belt construction 
| and suggested applications are dis- 
'cussed in “How Shall We Handle 
| It,” a recent publication of the Dia- 
mond Rubber Company, Incorporat- 
ed, Akron, Ohio. 

Profusely illustrated with pictures 
showing conveyor belts in action un- 
der widely divergent conditions, the 
booklet shows how the question of 
economical handling of many types 
of materials has been answered by a 
large number of plants. 

Specific plant problems, adaptabil- 
ity and versatility of the belt con- 
veyor, and use of conveyor belts in 
the cement industry, metal mining 
and refining, brick and clay plants, 
sand, gravel and crushed rock opera- 
tions, construction work, food and 
canning industries, coal docks, grain 
| industry, and a wide variety of other 

applications are described with a 
wealth of pictures. 
x * x 


F. E. Myers and Bro. Company 

Distributing New Catalog 

The F. E. Myers and Brother 
Company, Ashland, Ohio, is distrib- 
uting its new catalog, Myers Catalog 
| Number 65, which it has just re- 

cently issued. This new book is 
somewhat less bulky than previous 
| issues, but contains just as much and 
even more informative data than 
have those of previous years. 

Many pages have been consolidated 
| so that the different variations of the 
same pump are found together,. mak- 
ing it considerably easier to find the 
right pump for a particular applica- 
tion. The complete automatic water 
| systems still occupy a separate sec- 
tion, with additional units in the 
| group that fill a demand not hereto- 
| fore reached. 
| A new feature included in the 
catalog is a list of prices on motor 
| pulleys and V belts for V belt drives, 
and sprockets and chain for silent 
| chain drives. This list covers both 

shallow well and deep well pumps. 

| An improvement over previous 
| issues of the catalog is that of includ- 
ing shipping weights on the various 
items in the descriptive matter on the 
| same page on which the unit is listed. 
| This eliminates the necessity for 
turning to the back of the book for 
| the weight of an article. 

| List prices in the Number 65 cata- 


log remain practically the same as 

those in effect since March 15. A 

closer check on costs has revealed a 

few inequalities in price which have 

been adjusted and are now reflected 

in the list prices of this new catalog. 
es 


New Dayton Catalog 

The Dayton Rubber Manufacturing 
Company of Dayton, Ohio, is now 
distributing a new condensed catalog 
on Dayton Cog-Belt Drives. In spite 
of its compactness, no data has been 
omitted. The selection of the proper 
standard drive for any condition has 
been further simplified. Complete 
prices and dimensions are included 
as well as simplified data for the 
calculation of special drives where 
required. 

Thus, it provides complete data for 
office use as well as a more conven- 
ient handbook on V-belt drives for 
machinery representatives, distributor 
salesmen, and others who need com- 
pact finger-tip information in their 
daily work. 

*¢ 


Reeves Motor Pulley Catalog 

Catalog V-200, prepared especially 
for the information and reference of 
machinery designers and manufac- 
turers, on the subject of Reeves vari- 
able speed motor pulleys, has been 
issued by the Reeves Pulley Com- 
pany, Columbus, Indiana. 

Sufficient engineering information 
is contained to meet most variable 
speed pulley problems. Illustrated in- 
stallations, blue prints and tables are 
the principal means of description, 


* * * 


New Price Card on Toncan 
Copper Pipe 

The Republic Steel Corporation, 
Youngstown, Ohio, has issued a new 
price card, effective October 1, on 
Toncan Copper Molybdenum Iron 
Pipe. The new card, number 4, 
features a simplified method of com- 
puting prices and reflects slight 
changes in prices of various sizes of 
Toncan iron pipe. 


* * * 


New Vogt Folder 
A new illustrated folder, describ- 
ing Vogt drop forged meter valves, 
has been distributed by the Henry 
Vogt Machine Company, Louisville, 
Kentucky. Specifications are given 
and applications pointed out. 
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A Year Brings Changes 


Some firms pass out of business. Others are merged. New 


companies are born. 
drop old ones. 


Some organizations add new lines— 


This has been particularly true during 1932, which has wit- 


nessed business taking the final drop 
to rock bottom, then starting gradually 
on the upward movement. 


Because of these changes in manufac- 
turing organizations, the industrial 
distributor needs an up-to-date buyer’s 
guide if he is to render the kind of ser- 
vice his customers expect from him. 
More than ever will he need such a 
definite help in 1933, for the demands 
of industry will be many and varied, 
and will require quick action. 


The 26th (1933) edition of the MILL 
SUPPLIES CATALOG & DIRECT- 
ORY will fill the bill for distributors 
in 1933, as it has in past years. Direct- 
ory listings will be brought up to the 
minute. In addition, many manufac- 
turers will present new condensed 
catalog data on their lines. 


MILL SUPPLIES. 
CATALOG & DIRECTORY 


‘The Industrial Distributor’s Buying Reference”’ 
520 N. Michigan Ave. Chicago, Ill. 








Distributors — 


The following list of manufacturers 
who have already arranged for catalog 
space in the 1933 edition of the MILL 
SUPPLIES CATALOG & DIREC 
TORY will give you an idea of how 
valuable the Manufacturers’ Catalog 
Section is going to be to you this com- 
ing year. The names of many more 
manufacturers will be added to the list 
within the next few weeks. 


Advance Car Mover Co. 
Allis-Chalmers Mfg. Co. 

American Injector Co. 

American Saw & Mfg. Co. 
American Swiss File & Tool Co. 
Appleton Car Mover Co. 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 
Binghamton Flexible Shaft Co. 
The Borden Company 

Brown & Sharpe Mfg. Co. 

Buffalo Meter Co. 

The Cleveland File Co. 

Clizbe Bros. Mfg. Co. 

The Columbian Vise & Mfg. Co. 
Curtis Pneumatic Machinery Co. 
Desmond-Stephan Mfg. Co. 

The Dumore Co. 

Excelsior Leather Washer Mfg. Co. 
Ford Chain Block Co. 

Hettrick Mfg. Co. 

Hollands Mfg. Co. 

Cc. B. Hunt & Son 

Ideal Commutator Dresser Co 
Imperial Brass Mfg. Co. 
Independent Pneumatic Tool Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Joyce-Cridland Co. 

Kinney Manufacturing Co. 

Lowell Wrench Co. 

Milwaukee Brush Manufacturing Co. 
The Osborn Mfg. Co. 

The Wm. H. Ottemiller Co. 

The Charles Parker Co. 

The Ridge Tool Co. 

Safety Belt Lacer Co. 

Safety Wrench and Appliance Co. 
Sarco Company, Inc.. 

The Standard Electrical Tool Co. 
Standard Steel Specialty Co. 
Toledo Pressed Steel Co. 

The Toledo Wheelbarrow Co. 
Henry Vogt Machine Co. 

P. Wall Manufacturing Supply Co. 
Westcott Chuck Co. 

Worcester Brush & Scraper Co. 
Wright-Austin Co. 

Wright Manufacturing Co. 

Yost Manufacturing Co. 
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The Atlas is so designed 
that its greatest strength 
is at the point of 

greatest stress. » 








why it stands 


severe service. 





Let us tell you about the other 
superior features of the Atlas 
and our effective distributor 
plan. Write today. 


APPLETON 
CAR MOVER COMPANY 
APPLETON, WIS. 








Distributors— 


The “Scramble” 
Will Be Keen as Ever 


Present markets indicate a gradual, 
but steady betterment in business 
conditions. 


But even with improving conditions, 
the scramble for orders will be just 
as keen as in the past. Your custom- 
ers and prospects, more so than ever 
before, will be on their toes to keep 
operating costs at the lowest possible 
point. 

Are you 
demands? 


Genuine Hettrick 
Stitched Canvas Belting 


(including HETMACO, our new 
transmission belt) 
will fit perfectly into every economy 
program. You can fill the most exact- 
ing requirements of industrials for real 
efficiency (at minimum cost) in belting 
for transmission, elevating and convey- 
ing purposes with the Genuine Hettrick 
Line—at decidedly worth while profits 
to yourself. 
Get set now. Write for complete in- 
formation on our line and our attrac- 
tive distributor terms today. 


[ 
HETTRICK MFG. CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 


prepared to meet their 


(See our Exhibit on Page 121 
of the 1932 MILL SUPPLIES 
CATALOG & DIRECTORY.) 


up so remarkably | 
under the most | 


| Company, 


Lunkenheimer Issues Bottle 
Oiler Booklet 


An eight page, illustrated booklet 
describing the construction, operation 
and application of Lunkenheimer bot- 
tle oilers, has just been compiled and 
distributed by the Lunkenheimer 
Cincinnati. 

Typical installations are illustrated 
with colored photographs and sales 


| points are pointed out in construction 


That is'| 


| 


descriptions. List prices on all mod- 
els are given. 
* 


* * 


Samuel C. Rogers Issues 
Price List 
A new price list, effective October 
15, covering the line of automatic 


| knife grinders and automatic saw 
| sharpeners manufactured by Samuel 


C. Rogers and Company, Buffalo, 
New York, is very complete and fully 
illustrated. 

Two new grinders are shown: one 


a combination machine for wood and | 
| metal cutting band and circular saws | 
| and the other 


a bench type utility 
grinder for knife, saw, tool and disc 
grinding. 

* 


New Steel Chain Book Issued 


An illustrated 144-page catalog has | 
just been completed by Link-Belt | 


* ok 


Company covering their line of steel | 


chains. Information on the older 


chains is brought up to date and many | 
new and useful sizes are offered for 


the first time. 
Sizes covered range from the small 


detachable steel number 25 size, hav- | 
strength of 950 | 


ing an ultimate 
pounds to powerful chains of as great 
a strength as 1,500,000 pounds. On 
all varieties covered specifications, 
dimensions, strengths and list prices 
are given, 


* * 


Bronze Welding Rod Booklet 

A new 20-page booklet, describing 
Oxweld Number 25 M bronze pat- 
ented welding rod, has been issued 


x 


| by the Linde Air Products Company, 


| are described together 


New York. The physical and weld- 
ing characteristics of this new rod 
with many 
applications in joining metals and 
building up wearing surfaces. 

Of special note are recommenda- 


| tions on a new technique for bronze 


welding and for the fusion of brasses 
and bronzes. 


base metals. 


Proper flame adjust- | 


| ments are described for the various | 









EXACTLY 
What the Mechanic Wants! 


THE HUOT 


Drill Stand and Indexed 
Container 
(With tap information 
and decimal equivalents) 
—a small, fast selling 
and profitable specialty 
for distributors. 











| NO. 60 
|HUOT DRILL 
| INDEX OPEN 


The HUOT is 
| made in 3 sizes: 
No. 60, %”"x 
4%"x1", for 
| wire gauge sizes, 
| 1 to 60, inclu- 
| sive; No. 13, for 
| jobbers or frac- 
| tional drills, 
1/16” to %” 
i cckneben by 
| 64ths, and No. 
| 29, for same, 
| 1/16” to Y%” in- 
| elusive by 64ths. 


ONVENIENT, compact and 

definitely a time and money 
saver, the HUOT will arouse 
the i of 
your 4 di ly 

The HUOT case has many 
sales making features, includ- 
ing a place for every drill, 
marked with size and decimal 
equivalent. The HUOT elim- 
inmates tedious search for the 
right size of drill. A flip of 
the wrist, the case is open— 
and drill selection is made 
quick and easy. 

Every mechanic who uses 
hand, breast, electric and por- 
table drills will want one. 
Think of the sales opportuni- 
ties in your territory. 

The distributor profit margin 
is good. No heavy investment 
necessary. Available also 
through drill manufacturers. 
Write now for details. 


HUOT MFG. CO. 


128 E. 10th St. 


St. Paul, Minn. 


-MARVEL: 


High-Speed-Edge 
HACK SAW BLADES 


and 
HOLE SAWS 


—an out- 
standing line 
for progrer- 
sive distribu- 
tors, because 
of their 
widely recog- 
nized eco- 
nomical per- 
formance, 
the huge in- 
dustrial mar- 
ket for them 
—and the 
fine profit to 
be made on 
every sale! 








(No. 60, illus- 
trated above, 
| holding 60 drills, 
| ean be carried in 
the vest pocket.) 














































































































































































Let us give you the 
Write now for all the facts. 





complete picture. 











Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 
353 N. Francisco Ave., CHICAGO, U. S. A 
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WOLVERIN 


Seamless 


Tubing” 






/ 


Copper, Aluminum 
& Brass Tubing 
Up to 3” O.D. 


Brass & Copper Pipe 
Dehydrated Tubing 
Fabricated Tube Parts 
Copper Water Tubing 
Oil Burner Tubing 
Soldering Lugs & Sleeves 
Fin & Condensor Tubes 


Fast Delivery 
from stock 
26 Sules Offices 


SEAMLESS COPPER Kees = <0 BRASS & ALUMINUM 
/ 











1451 Central \ Detroit, 
Avenue Mich. 
DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
‘Portable Electric 
Blower 








The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in biz 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery. 
motors, generators, 
switeh boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 
$60.00. 


3 Sells for 


Electric 
Blower 
Company 


352 Atlamtic Ave., 
Besten 9, Mass. 
U.S. A. 














} 





New Worthington Publications 


The Worthington Pump and Ma- | 


| chinery Corporation, Harrison, New 


Jersey, has issued bulletins on the | 


following subjects: 


1. Gas engines—bulletin describ- | 
ing four-cycle, double-acting, 30-inch | 


stroke engines. 
tion views and specifications. 


Includes cross sec- | 


2. Water meters—bulletin describ- | 


ing improved cold water disc me- 
ters. Includes illustrations 


of all | 


available sizes and chart showing | 


comparative loss of head. 


3. Centrifugal pumps arranged for | 


automatic priming—bulletin describ- 


ing construction of new line of pumps 


equipped with “Hytor” priming unit. 

4. Drainage and irrigation pumps, 
vertical rotating shaft type. 

5. Deep well pumps, vertical ro- 
tating shaft type—four page bulletin 
covering wells up to six inches; four 
page bulletin covering six-inch, eight- 
inch and ten-inch wells; four page 
bulletin covering all larger size wells 
up to 20-inch, 

6. Sump pump, 
shaft type. 


vertical 


* OK OK 
Clark Brothers Issues Catalog 
Clark Brothers Bolt Company of 

Milldale, Connecticut, has just issued 


a new catalog covering their line of 


| bolts, nuts and screws. 





In addition to regular, indexed 
lists on bolts, nuts and screws, the 
handbook covers data on_ heads, 
threads, weights, etc. Several illus- 
trated pages show special and odd 
shaped bolts. 

‘7s « 
Linde Issues Folder on 
Prest-O-Lite Torches 

A folder, describing the construc- 
tion and various applications of 
Prest-O-Lite torches, has been issued 
by the Linde Air Products Company, 
New York. The complete Prest-O- 
Lite line for soldering, brazing and | 
heating is described and _ illustrated. 


| List prices are included. 


| subject 


* Ok Ox 
General Refractories Issues 
Bulletins 

Several bulletins and folders on the 
of Carbex silicon carbide 
brick have been issued by General 
Refractories Company, Philadelphia. 
The characteristics of the products 
are given in full, accompanied by il- 
lustrated applications. 


rotating | 



























DISTRIBUTORS 


We can handle promptly all your or- 
ders for metal floats—open tank and 
pressure—because we make every size 
and shape, of any metal required. 
Our best sellers are: 


COPPER FLOATS — Best for 
general use. Seamless type. Ball 
shape up to 12” dia. are in stock. 
STEEL FLOATS—Of plain or 
stainless steel, and other alloys. 
Welded type. * For high or low 
pressures and temperatures. 
ALUMINUM FLOATS — All 
pressures up to 1500 lbs. Have 
many special uses. 


Harris Floats are dependable, 
wide safety margin. 
quest. 


ARTHUR HARRIS & CO. 


210-218 N. Curtis St. 
CHICAGO, ILL. 
Est. 1884 


with 
Catalog on re- 
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Dardelet Thread 


rews 


THE WM. H. 
OTTEMILLER 
COMPANY 


YORK, PA. 
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